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\ Selling Feature 


es 


White White 
skin. * skin. 
sole feature. sole 
back. Half rubber heel. back. Half rubber heel. 
“Dalton” last AA to D “Dalton” last AA to D 
widths. widths. 


S. decidedly practical are 
“FOOT-FASHION” washable calfskin shoes that they are 
instantly popular. Men everywhere welcome these shoes 
as a solution to the costly problem of keeping their white 
shoes presentable. Order an ample stock of these fast 
sellers today. Attract summer shoe trade to your store by 
featuring “FOOT-FASHION” washable calfskins. 


A Feature Line — 
Throughout the entire line of “FOOT-FASHION” fine 


shoes for men are shown numerous construction fea- 
tures and shoemaking refinements. 


© post card will bring our salesman to your store. ® 
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VOICE of the TRADE 


AMONG the authorities on sizes 
and fittings, of whom there are sev- 
eral in Lynn, there’s some thought 
that sooner or later new standards 
of measurements will be set up for 
lasts, patterns and other parts of 
shoes that go by dimensions. 


Fe RDS 
ge Coy THI Six», 





“It may be;” explains one of 
these authorities, “that the metric 
system will take us out of the state 
of confusion that we are now in. 
And it may be that it won’t. How- 
ever, we’re pretty well mixed up 
now and we need something new 
and different— also simpler, to 
clarify the situation. 

“You well know how it is,” this 
authority continues. “We grade sizes 
by the third of the inch for the 
whole sizes and the sixth of the inch 
for the half sizes. Thirds are always 
awkward fractions to figure, you 
know. And we grade patterns to 
the sixtieth of an inch. We buy 
leather by the foot or pound and 
we grade sole leather by the forty- 
eighth of an inch; and scale heels 
by the eighth of an inch. And after 
making the shoes, we sell them for 
so many dollars, dimes and pennies. 

“So, we have a variety of frac- 


tions and a variety of units, in our 
every-day business and it puzzles 
an ordinary head to keep them all 
in mind and figure them accurately. 
So maybe we need a new system of 
the simplified sort—partly to clear 
up the complications of fitting shoes 
in the retail stores. But where is 
the genius of mathematics who may 
devise the desired new system and 
make it work in place of present 


practices?” 
* * * 


HENRY FORD’S almanac for | 


1937 lists rubber heels as among 
the great American inventions. It 
prints the information in heavy 
black type, like it prints informa- 
tion of the invention of the cotton 
gin, the telephone, the radio and 
the motor. 


THEY 
CAN'T» 
SWIPE 


THESE 





The New England legend is that 
a workman in a Lowell factory got 
a rubber mat and stood on it while 
he ran his machine. That was to 
make a cushion for his feet. Some- 
body stole the mat. So the shoe- 
maker cut two pieces of rubber to 
make heel lifts and tacked them to 
his shoes, feeling sure that nobody 
would steal them off his feet. 
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Later, this idea was patented. 
Henry Ford’s almanac says 1899 


is the date of the patent. 
* * * 


ANOTHER Job for Boy Blue 


Little Boy Blue come and blow me your 
horn 


crer? 


Heap 
a 





Your dad has a bunion, your ma has 


a corn; 
Your auntie has both plus a crooked 
big toe, 
Your sister’s foot’s blistered above and 
below! 
Your grandma and uncle, your cousins 
all three, 
Are tortured with pangs from heel to 
the knee; 
The hired girl’s a cripple and not worth 
her pay, 
The hired man’s a wreck and laid out 
in the hay! 
The trouble, Boy Blue, is quite easy to 
trace— 


They’re buying their shoes at the 

wrong price and place, 
They’re biting on “bargains,” this family 

forlorn, 

So blow them a warning right now 
on your horn! 

J. Epw. Turrt 
& a * 


WITH steel labor getting the 
highest wages ever—6214c an hour 
for common labor, there are many 
repercussions in other businesses 
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operating in the steel zone. When 
the common labor rate is increased 
to more than three times what it 
was before the war and to 35 per 
cent higher than the war-time rate, 
20 per cent higher than what it 
was in 1929, it serves to force the 
labor rate up in tanneries and 
shoe factories. 

So you see there are other pres- 
sures on prices of shoes from 


now on. 
* * * 


WILLIAM SLATTERY of Slat- 
tery Bros., Boston leather mer- 
chants, says: 

“The merchant who has graded 
down from calfskin to side leather 
in men’s dress shoes, in order to 
maintain a price, is finding that 
he has made a mistake. Even men 
accustomed to paying the price pre- 
vailing in the volume class of such 
footwear, having been educated to 
expect calfskin shoes, are reluctant 
to accept the heavier leather.” 

* * * 
@VER in England, the shoe manu- 
facturers and tanners have chipped 
in to raise a fund of $25,000—the 
money to be used for designing and 
developing the ideal walking shoe. 
There’s a purpose in it. The Eng- 
lish are traditionally strong of 
limb and sure of foot. The shoe 








manufacturers and tanners, who 
have contributed to the fund, aim 
to keep the limbs strong and the 
feet sure. 

It’s as plain as ABC—that the 
better the foot work, the better the 
sales of shoes. 

Some American firms are each 
spending some pretty good sums to 
improve American footwear. In 
some ways, it looks as if there’s a 
revival of popular interest, ahead, 
in pedal locomotion. 

* * 


@. MEYER of Hollywood, Calif., 
says: 

“Interest in shoes this Spring is 
definitely concentrated on pretty 
shoes. Even the more conservative 
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SCENE: A FIRE 


ru 


Man Mee cn ee 
terrible fire ing destro 
Just look at that smouldering heap 
of debris, that mass of flame- 
—— metal. Everything gone— 

uildings, equi nt, machinery. 
All a total far Yee bad! Aa 
bad!" 

Man With Imagination: "Some fire, 
boy! But won't it keep things hum- 
ming to build it all back again. 
Think of the lumber that will be 
required, the new steel girders, all 
the fixtures and equipment! Gee, 
Whillikers, won't a lot of people 
be employed in putting that — 
erty back in shape again. The o 
place wasn't so up-to-date after 
all. I'll just bet the new plant will 
be a credit to this town." 


Zrt 6 TEE 


President 








styles must have their fashion ap- 
peal. With the style element so 
paramount, we here feel that a 
shoeman must keep himself pretty 
well in line with what is happening 
in that one particular field and not 
chase too many side-line ventures 


inside his store.” 
*- * * 


BERAYMOND TWYEFFORT, top 
tailor for men, at Rockefeller Cen- 
ter, New York, who has done more 
to destroy conservatism in men’s 
clothes and increase personality of 
dress, now says: 

“I am not as bullish over the 
future as I was the last time. I 
am getting cautious. I am wonder- 
ing—with the higher cost of every- 


thing, where will the consumer . 


money come from?” 
* * * 


TTIMMERMANS VAN TUREN- 
HOUT of Waalwijk, Holland, have 
prepared a book about shoes—their 
fitting and quality—for public dis- 
tribution in Holland; and have dis- 
tributed gratuitously 100,000 copies. 


- 





1937 


The book is fully descriptive of 
shoemaking, splendidly illustrated 
and bound in a hard cover; and in- 
dicates so well that to capture the 
public’s imagination, the industry 
must be prepared to furnish the 
literature. 
* * * 


WILLIAM J. CAMERON on the 
Ford evening hour last Sunday, 
replied to the question: “If all 
Ford profits had been given to the 
help, how much additional would 
they have received?” 

Answer: “It would have meant 
a wage increase for each man of 
less than six cents a working hour. 
Loose and deceptive talk of profits 
and what the wage-earner would 
have if he got it all requires the 
corrective of facts like these. The 
philosophy of ‘taking everything’ 
whether practiced by management 
or labor, or by both together, or 
by government tax collectors, re- 
sults in nobody’s getting anything. 
That is natural law. Wealth must 
circulate. Enlightened business is 
aware of this law and respects it.” 

* #* 


**A SEASON of extremes, best 
describes the current selling ex- 
periences in the Wetherby-Kayser 
stores,” says buyer W. O. Mc- 
Cracken. “There is no intermedi- 





ate ground, it appears. All the 
high colors, high heels, extremely 
high-cuts sold readily. Then the 
very low heels, also in high colors 
are moving rapidly. This is no 
season for any buyer to play safe, 
for there are no real ‘safe’ shoes. 
Our ‘sugar-in-the-grocery-store’ 
types were left on the shelves, even 
in the face of the most rainy (un- 
usual) weather Southern Califor- 
nia, and Los Angeles in particular, 
has ever experienced. 

“There is really no sense to such 
purchasing on the part of the peo- 
ple, but if they are more willing 
to part with $14.50 for multi- 
colored open sandals in preference 
to the more substantial one-color 
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shoes, then it is our job to give 
them all the high colors they will 
buy. This is, too, a season when 
pattern design ranks high in deter- 
mining the desirability of shoes. 
Color alone does not make a cus- 
tomer buy a shoe, but the proper 
combination of design and mate- 
rial does.” 








GLAMOUR is the order of the day 
in every phase of the modern 
woman’s wardrobe. According to 
Herschel, well-known creator of 
screen costumes, even the more 
utilitarian phases of the wardrobe 
strive to show this quality, and that 
is the reason for the joyful accept- 
ance of the new suede clothes for 
hiking, riding and many of the 
more strenuous forms of travel. 
These new suedes are so pliable and 
light that they can be used like any 
other fabric, and since their rich 
colors and texture have the flattery 
of velvet, Herschel is making a 
culotte suit entirely of this material 
for Gloria Stuart’s use in her next 
picture—“Escape from Love.” 

These glorified hiking clothes, 
part of an elaborate wardrobe worn 
in this picture, feature two shades 
of green suede with ornamental 
touches of Mexican orange and 
rust. A suede sombrero of the rust 
shade tops the stunning outfit. Ankle 
high boots of heavier suede match 
the sombrero. 


* * * 


J. W. LANCASTER, Jr., owner 
of Bassett’s Shoe Company in Lex- 
ington, Kentucky, challenges the 
world by saying: 

“T expect I am the only living 
man today who has sold a pair 
of Allen & Flagg shoes. In 1896 
I sold a pair of those boots—which 
my uncle had bought when he was 
in business. Allen & Flagg, mak- 
ers of fine boots, went out of busi- 
ness in 1860.” 

* * * 
RROBERT WADLOW, appearing 
in Ringling Bros. Circus at Madi- 
son Square Garden, is the tallest 


man in the world—8 ft. 8 inches 
and still growing. 

At the National Shoe Fair in 
Chicago, January, 1936, he was 
only 8 ft. 44% inches tall—wearing 
size 39 in the pair of shoes made 
by the Peters Shoe Company, 
whose line he was promoting at 
the Morrison Hotel. 

His feet have stepped up to a 
size 44. As a small town boy, he 
sure is getting up in the world. 

* * * 


@NE grade of soles, much wanted 
by makers of women’s shoes, went 
up three cents a pair within the 
brief space of two weeks. In one 
respect, the sole leather market is 
abnormal. The recent Winter was 
abnormally mild and dry in a 
number of cities and so a -multi- 
tude wore out an abnormal quan- 
tity of leather shoes, and less rub- 
ber footwear than ordinary. So, 
an abnormal demand for sole 
leather. This was felt chiefly in 


the women’s novelty shoe trade. 
* * % 


**WV HITES this Spring and Sum- 
mer will be very active,” predicts 
J. J. Cheevers of the Hanan shoe 
store in Los Angeles. “The all- 
white shoe will outsell the two-tones 
in our grades and our trade. Even 
before Easter we sold quite a few 
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white kids for dress and white bucks 
for sports wear, with the call almost 
entirely for the all-white shoe. After 
Easter comes a wave of leather shoe 
demand, with whites and colors in 
high regard. Here in Southern 
California the weather is warm and 
settled after April first, and the 
white shoe business starts in earn- 
est. This year we are all set for a 
record-breaking white business.” 


* * * 


S°THESE new lightweight calfskin 
shoes are ‘tops’ with us,” says R. 
G. Brownhill, manager of the 
Young Shoe Company stores in Los 
Angeles. 

“The reason is that they are 
lighter weight and much smarter 
in appearance. The reversed calf 
shoes in the crepe soles are selling 
this Spring in a fair measure now 
that the settled warm weather has 
arrived. Brown calf dress shoes 
sold until Easter—then sport shoes 
roll out. Now practically all of 
our selling efforts are devoted to 
sports shoes. It looks like a great 
year for the all white leathers and 
the leather soles. The way ventila- 
ted shoes are selling this early, 
makes us look for plenty of action 
in this type of Summer footwear 
way through until the latter part of 
September.” 


"I want something comfortable for wearing in this position.” 





S6EDON’T ask me how much time my stock records 
take; ask me how much time they save! And money 
too!” 

There we have the philosophy-behind-the-stock-rec- 
ords of Lawrence B. Eldred, F.C.S.M. (first-class shoe 
merchant), high potentate of the Eldred Shoe Com- 
pany of Greeley, Colo. 

Now, for the benefit of the subscribers living in 
Timbuctu, I might mention that the Eldred Shoe Com- 
pany is just about an ideal small town (pop. 12,203) 
shoe store. It is not over-sized, over-fixtured, over- 
rent-obligated nor over-stocked. Its set-up is geared 
to fit its own community, not somebody else’s com- 
munity. And it makes a nice profit every year. In 
other words, it’s a sweet business, to use the ver- 
nacular. 

One reason he makes money, Eldred will admit, is be- 
cause he knows what he is doing, with credit to his 
smoothly working system of stock records. The basis of 
these records is the Individual Stock Sheet shown in the 
figure at the lower left. Eldred explains as follows: 

“We keep a separate stock sheet of each style. When 
a pair is sold, instead of making the customary little 
tally mark, we record the size sold, as you see in the 
illustration. This takes little additional time and it 
provides information we use a great deal. 

“Let’s see how this stock sheet works. Look at 
March. On the tenth we received 24 pairs of a style 
to which we gave the Stock Number 0112-1. (This 
Stock Number has a meaning to us, but it is immate- 
rial here.) During the month we sold five pairs, sizes 
as indicated. The 8AAA was returned, as shown by 
the ring around that entry. So at the end of the month 


~ 
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SAVING 
TIM E 


by 
MURRAY C. FRENCH 


A stock of women’s shoes should 
not be the same size the year round, 
but should be possibly 20 per cent 
hig. average at the begin- 
—- each season and 20 per cent 

average at the end of each 
: season. (In Colorado, where this 
store is located, the Spring and Summer require more 
stock than the Fall and Winter. See chart upper left.) 
On the scratch paper “Work Sheet” at upper right the 
figures for “Total Sales” and “Stock on Hand” are tabu- 
lated from the stock sheets every month. Totals are 
transferred to the Monthly Summary, lower right. This 
Monthly Summary provides a detailed picture of the en- 
tire business. It is the basis of the Buying Budget. A 
similar summary is made for the various materials and 
colors. The typical Stock Sheet at lower left illustrates 
how the Eldred Shoe Company keeps a complete record 

of each style. See explanation in text. 





our ‘Sales’ show four pairs and our ‘Stock’ shows 
20 pairs on hand. 

“During April we received 13 pairs. We sold five 
pairs (net) and returned one pair, 644AAA, to the 
factory. Notice that this ‘returned to factory’ pair 
comes off the stock on hand but is not counted as a 
pair sold. 

“In May there were no sales, but one pair was re- 
turned by a customer. Therefore the total sales show a 
minus one and the stock is increased by one pair. (Of 
course this particular stock sheet is all imaginary.) 


**UP in the left hand corner of the stock sheet you 
see that on June 13 we reduced the price to $4.95. At 
the same time we inserted this $4.95 price on the June 
line below. Consequently we know that the sizes sold 
from then on were sold at $4.95—and no customer can 
dispute us. On July 15 a further price cut to $3.95 
is handled the same way. 

“Sometimes more pairs are sold in one month than 
can be put on one line. We run them on the line 
below. 

In the case of exchanges it was hard at first to get 
the salesmen to realize that they must religiously record 
the complete transaction. The books must show a re- 
turn of the exchanged pair and a sale of the pair that 
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BY SPENDING IT 


goes out. This seems like an unimportant detail, but 
take my word for it that unless this is done the stock 
sheets would in a few months be so inaccurate as to 
be worthless. 

“Years ago we used to keep every stock sheet in the 
form of a size schedule. We marked there the sizes 


ordered (a big job), the sizes received (another big 


job) and then checked off the sizes sold. But all this 
work provided little usable information. If we wanted 
to reorder, we would have to take sizes on the shelf 
stock anyway. And a book record of sizes on hand, 
besides being usually inaccurate, is no more convenient 
than seeing the actual sizes on the shelf. 


** FURTHERMORE, that kind of tally-marking is use- 
less because the sales it records are merely duplicates of 
the sizes bought, for every pair that is bought is finally 
sold some day. The important point is to know which 
sizes are sold at a profit and which at a loss. Our 
stock sheets tell this, thus helping me to know which 
sizes I should buy more heavily and which to ease 
up on. 


LAWRENCE B. ELDRED 


“Of course the principal use of the stock sheets is 
to help us ‘merchandise’ our stock to best advantage 
day by day. They do help us to decide when to re- 
order, when to P.M., when to change prices and even 
when to change manufacturers. Each sheet starts, not 

[TURN TO PAGE 40, PLEASE] 








MAY 9 IS8 





SUNDAY MAY 97 IS MOTHER’S DAY A 
oa 





























TWO very good points to remember in planning your 
Mother’s Day (May 9) promotions are that not all 
mothers are elderly, and that it takes a different angle 
of appeal to sell gifts for mothers of children and 
infants too young to do their own shopping. 

So we give you the suggestion for a sketch or photo- 
_ graph of two-year-old infants (just at the sit-up-and- 
take-notice age) in their carriages, precociously dis- 
cussing Mother’s Day gift choosing, among other things. 
That the youngsters are scarcely past the da-da-goo 
age lends a touch of whimsical absurdity that gives 
extra emphasis to the idea, and ties right in with the 
heading and copy— 





Note to Doting Dads 






Why not pleasantly surprise your 
wife on Mother’s Day with a gift 
from Baby to Mother. 






It’s practically impossible for a baby to 
slip away from its mother long enough to do 
his own gift choosing for Mother’s Day. But 
between the two of you, a real pleasant sur- 
prise can be arranged. And don’t forget your 
part in the plot will be much appreciated.* 


Better Have a Conference with 


the Baby Today! 





*She will probably propose you for mem- 
bership in that exclusive organization, The 
Society of Thoughtful Husbands. 


A SRI Se SST 


MOTHER’S DAY 










-~ 
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And Here Are 









Plans for Gift 






Promotions 







by RB. E. ANDRUSS 












For the newspaper ad, illustrations and descriptions 
of gift merchandise should be given—with evening 
slippers and sport shoes given preference over fire-. 
side footwear. In other words, feature gifts for 
younger women, a blow-up of the photograph (or the 
ad) will make a fine panel setting for the window 














—MAY 9T IS MOTHERS DAY—— 






MY DADS 
DOING MY 
MOTHER'S DAY 


GOOD IDEA THAT, 
GUESS I'LL HAVE TO 
SPEAK TO MINE 





































































ILLUSTRATE AND DISCRIBE GIFT ITEMS HERE 


Recorder Store 














display. If you want to go in for realism, a life size 
blow-up of the photograph will be tremendously effec- 
tive (next to using carriages with life-like baby dolls 
in them). Be sure to get copies of the picture to use 
in the store also. For a mailing piece use a post card 
size reproduction of the babies and their sayings, with 
[TURN To PAGE 53, PLEASE] 
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from 

RUTH 
HARRINGTON’S 
NOTE BOOK 





Fall follow-ups to Summer’s 
important multi-colors. Top 
Vode doeskin diamond pat- 
terned shoe in shaded rust 
tones with black, by Weinstat. 
The Shadow Kid shoe has 
bands of Highland blue, Aca- 
jou and Clangreen on a Red 
Cedar base by Berte. 


Below—The three America’s 
influence shoe styles, as 
shown in this group devel- 
oped by Mabel Winkel for 
A. C. Lawrence. The sketches 
show the native types from 
which the modern patterns 





are closely derived. 





ROUND ABOUT the LEATHER SHOW 


NINE out of ten tanners showing black leathers to 
nine out of ten customers. We hope that buyers are 
going to save a slice of their budgets for some promo- 
tional colors. Acajou red seems to be the novelty shade 
that is getting the most interest right now. The word 
“green” is banded about as a dark horse possibility for 
later on. 

The new coffee brown is a beautiful color, warm 
and rich even under the electric lights. 

Where will we use these new rusts and bright 
browns? Red Cedar looks very high style. Oak brown 
and some Cubana for sports and spectator shoes. A 
few Oak Browns maybe, for general street wear, with 
darker trims mostly. Nice in all-over street shoes 
with a mink coat, if you have a mink coat. 

It is certainly true that the dark colors are getting 

[TURN TO PAGE 42, PLEASE] 
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High-cut shoes dominate; unusual 

top-lines are important for oxfords; 

gored shoes are outstanding; the ex- 
tended back is the novelty note. 


Crossed effects are molded higher on 
the boot and often use decorative 
gored adjustments. 





It’s “A * 


~ 
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THAT high cut shoes and low cut shoes will 
both be important for Fall was one of the 
major points made in the Shoe Styles Confer- 
ence. It seems confusing at first, but it is 
logical enough when you reason why. In cos- 
tume fashions, there is no one set theme song. 
There is no uniform that everyone must wear. 
There’s a richness of choice that stimulates 
women to buy more clothes, better clothes, 
more individual clothes. And the same trend 
holds.true in shoes. To a woman who has 
bought a high glove-fitting shoe, the low cut 
pump is a change of pace . . . and an incentive 
to buy another pair. High cuts predominate 
by far, but the low cut belongs in the picture 
as a spur to extra sales. 


It’s harder to make the low cut shoe inter- 
esting because, obviously, the area is smaller. 
But designers are meeting the challenge. 
There are many new effects made possible by 
asymmetric, off-balance treatments in the 
detailing of the vamp. Top lines, higher on 
the inside than on the outside, contribute a 


HIGH ROAD 





In PATTERNS 


THE large drawings are significant 


“Master types” prepared for the 


style meeting by Mabel Winkel and 


Evelyn Ziniti. The smaller sketches are 


selected from the showings of the Amal- 
gamated Leather Co., The Allied Kid 
Co., The Colonial Tanning Co., A. C. 
Lawrence Leather Co. and the Kidskin 


Guild. 




















(GLOVE-fitting shoes predominate, but 
pumps are also in the picture, as 


illustrated in these models presented at 


~ 


the Styles Conference. 


2 


fresh silhouette. There is infinite variety in 
the detailing of tongues and Colonial effects. 
And pump lasts as well as pump patterns will 
come in for attention, to make the fitting of 
these low-cut shoes compare favorably with 
their high-stepping sisters. 

In the higher cuts, the skilful use of goring 
strikes the most important new note. Goring 
is used for its decorative value as well as 


ANDALOW ROAD” 


For FALL... 


for its glove-fitting properties. Crossed and 
wrapped effects give new expression to the 
swing strap of this Summer, molding the foot 
higher with bandings that are often adjusted 
with gores. 

Patterns, according to the hearings before 
the Court of Style Opinion at the Conference, 
are the key factor in shoe fashions for Fall. 
And logically so. If prices are to go up, then 
shoes must look worth the money. They must 
look different enough and distinguished 
enough to tempt women to buy. It’s no use 
trotting out the old staple styles. And it’s 
dangerous to go in for gingerbready, tricked 
up patterns. We had too many of those this 
Spring. Really beautifully simple, daring 
shoes are the answer. Creative, skilful styling 
will have its day. 

Many of the pull-overs that were shown 
at the Conference had this quality of new style 
excitement about them .. . a lilt to their 
lines, a fineness of detail that sets a new stand- 
ard for Fall 1937. 
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New and striking treatments of the 
Colonial register in advance Fall 
models. 


In pumps, unusual tongues and 
asymmetric treatments give a fresh 
effect. 
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Modern front of new Hess store is of 
brick and glass construction, providing 
daylight for selling, as well as hand- 


some exterior appearance 


@NE of the most important additions to the exclusive 
retail shoe field of Baltimore in years has been effected 
by the prominent shoe firm of N. Hess’ Sons through 
the opening of its new branch at 312-314 North 
Howard Street, in the heart of the shopping district 
of the city. It is a modern shoe store in every detail, 
adapted to the footwear needs of the people of today. 

Unique in design, intriguing in arrangement, beau- 
tiful in appointments, individual in its fittings, yet it 
offers the same high traditions and considerate service 
that is typical of Hess for generations; It reflects and 
climaxes sixty-four years of successful merchandising 
of footwear by Hess, sixty-four years of footwear ser- 
vice that has found approval and appreciation by the 
firm’s steadily growing clientele. Hess first became 
identified with the retail shoe business of Baltimore 
in 1873 and has used as its, slogan “Soles of Honor 
since 1873.” 

Through the opening of this new store, the Hess 
organization has given this city its most beautiful and 


_ practical shoe shop. One would really have to borrow 


some of the superlative expletives or adjectives from 
the movie industry, such as “colossal,” “stupendous,” 
etc., to describe adequately this newcst addition to 
Baltimore’s exclusive retail shoe field. The principal 
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REFLECTS 


INFLUENCE of 


Ideas Gleaned from Paris, London 
and Metropolitan Retail Centers of 


America Embodied in New Store 


Opened by N. Hess’ Sons in Baltimore 


fashion centers of the world were combed to glean 
ideas that have been incorporated into this shop, 
which was constructed according to the designs and 
specifications of the Hess’ shoe firm, headed by I. S. 
Hess and his two progressive sons, Ned G. Hess and 
George B. Hess. Here are to be found something of 
Paris, something of London together with much of 
the leading shoe centers of the United States. 

The building housing this new Hess Shoe Shop is 
completely new. It is a three-story and basement 
structure which was constructed on the site of a former 
three-story store building. Instead of merely remodel- 
ing the structure, the Hess concern had the building 
torn down or razed to the ground so as to have a 
completely new building constructed along lines and 
ideas that would make it the most modern, most beau- 
tiful, most comfortable, yet the most practical shoe 
shop in the city. It provides the latest innovations. 
Air conditioning and flush lighting are among the 
many features. The old-style shoe racks have been 
completely eliminated in favor of the wall display 
shelves and niches. 

The exterior of the building is both unique and 
ultra-modern in design and construction. The greater 
part of the front is of glass, made up of fairly good- 
sized panes of glass, providing ample daylight. Hand- 
some brick construction, beautifully sets off the glass 
construction which occupies the greater part of the 
front of the building above the entrance. On the inside 
of this large glass arrangement are hung two large 
draperies. In the daytime these are pushed aside to 
permit ingress of the daylight or light of the day. At 
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World’s Finest 


night the draperies are drawn across. When the lights 
are turned on, as they are for a. good portion of the 
evening, the lights appear to run up the draperies, 
presenting a most beautiful effect. This is the only 
store in this city having such a front construction 
and lighting arrangement. 

The entrance of the store is of massive, attractive 
bronze, another unusual and unique feature not found 
in any other store. Bronze ornamentation graces the 
windows presenting very attractive and unique display 
windows. The arrangement of the window displays is 
very unusual, of the double display type, permitting 
effective, well arranged displays. The physical aspect 
of the window arrangement is of circular type, very 
different from the conventional. Adjoining the dis- 
play windows are niches, very effectively arranged, for 
special display features, which at present include sev- 


by JOHN F. IGNACE 


Shoe Stores 


eral models of the newest and latest in women’s hand- 
bags. It graces the bottom of the windows and top up 
as far as the entrance door. The doors are of glass 
with bronze. About the center of each door is the 
word Hess in bronze. This replaces the conventional 
door handle. Its arrangement is such as to serve as 
a protection to the glass. 

Still another unusual feature is the hidden awning. 
When rolled up it is drawn into a concealing com- 
partment, so that only the bronze trimming to the 
awning is visible. This is so arranged as to make it 


appear as part of the front of the building. 
[TURN TO PAGE 36, PLEASE] 


View of the main selling floor of new Hess store in 
Howard Street, Baltimore, devoted to women’s shoes, 
hosiery and leather goods. 
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he Editors Oulbook 


How Are Prices Determined in the Shoe Trade? 


HOW are prices determined in the shoe trade? In 
many other industries there is an established custom of 
following the bellwether—or “conversations” are car- 
ried on between competitors. In shoes, however, we 
continue the traditional, natural way of price determi- 
nation—a movement that comes through the pressure 
of buyer resisting seller until the immovable point is 
reached. Highly competitive as the industry is, it 
moves up in prices only after terrific resistance. 

We are one of the few industries in America that 
makes its prices from the consumer back. Most of 
the others add up the costs from raw stock through 
fabrication to a price—take it or leave it. Perhaps, as 
a straight business philosophy, other industries can 
profit more because they cover their costs with a profit. 
But shoe men realize that the public is very price-con- 
scious when it comes to shoes. Competition has made it 
so. And also, never forget, fewer shoes can cover the 
feet if necessity is the only reason for purchase. 

We have long maintained that you could add 10 per 
cent to the price of shoes right across the board and the 
public would never know it; but the industry would be 
on a profit level by even that small margin. But let’s 
face actualities. Over a period of the last eighteen 
months, every known ways and means of absorbing 
costs through better production methods and increased 
efficiency in distribution have been made and there is no 
opportunity now of squeezing more out of shoes to hold 
prices to the level that has been in operation for a 
period of eighteen months and far longer than the 
sustained level of prices of any other article of wear- 
ing apparel. 

If at the moment there are a few tremors in the price 
structure of all commodities, from rubber to cotton 
sheeting, it is the inevitable leveling-off of the sharp 
upward trend—to stabilize the market. In leather and 
footwear commodities there has been no sky-rocketing 
on the finished material price and the market is not only 
strong but it is tough. You could sense that at the 
recent conference in New York City, when the majority 
of people present were listening to a fuzz of contradic- 
tory statements on style—when in the back of every 
man’s mind was the thought: “Why doesn’t someone 
speak on ‘What Price Footwear?’ ” 

Well, no man can speak with the voice of authority 
on the future price of all footwear because today there 
are so many levels of price in the wide diversity of 
footwear for human use. You can make a price on a 
steel bar but who can make a price on a thousand dif- 
ferent and distinct items, from soft soles to skating 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


boots? The price will be made from all sorts of mate- 
rials and grades and qualities thereof—but the price 
will be more than it was last season. 

We said on Jan. 16: 


“When small town merchants try to buy 50 per cent of a 
year’s stock of shoes in one sitting, seller and buyer beware! 
The best policy is to ‘buy and sell on the market’—Let the stock 
never become sluggish. Do not speculate in shoes. They are, in 
the main, as perisable as fruit when the bloom of style fades.” 

Here we are in April and many a merchant who 
thought that he knew when to buy low and sell high 
has been sending shoes back to the manufacturer in lieu 
of cash in payment of the goods. Well, they are not tak- 
ing back returned shoes that way this season. But it 
is a strange commentary on the behavior of merchants 
who believed so readily that what they bought in 
January would appreciate in price as time went along. 

We have said it before and we say it again. The 
American public has been getting the biggest values 
in footwear in the last eighteen months. It has been 
given more than its money’s worth. It is obvious that 
few stores have had an opportunity to make enough 
profit to put some of it into reserves. There will come 
a time when the store will need cash in reserve, and not 
stocks in reserve, and there will come a time when con- 
sumer-consciousness of price advances will bring about 
that aimless but yet very effective condition of not 
being interested in shoes at the price. Then, when prices 
drop in other commodities, there must be a correspond- 
ing drop in shoes to make sales. These drops will be 
in the form of losses to the men having shoes on hand. 
Those holding the bag will be the shoe merchants. If 
they have made profit, and have reserves therefrom, 
they can weather the storm. 

So, it is obvious, that the shoes for the Fall season 
must carry better prices. Much better to make a short 
step-up this Summer—for although we have no big 
bonus bulge in consumer moneys as we did last year, 
we have got plenty of wage money due to the top pro- 
duction and wage increases established in the early 
months of this year. One thing we must not do and that 
is delay production on shoes—for a Winter run takes 
more time and talent as well as leather and materials 
and the question of the new price levels cannot be put 
off until mid-Summer. Forces beyond the control of the 
leather man or the manufacturer have made definite 
the upward price trend—jockeying for pennies won’t 
make any difference now. 
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QUIET SOLES COMFORTABLE 


The soles we use on Clinic Shoes for These shoes are made over foot-fitting lasts, 
Young Women in White are the celebrated combination steel shanks, right and left 


Duflex Napline soles, practically noiseless, counters, all genuine Goodyear welts, 
damp proof and very durable. flexible insoles, leather quarter linings. 


FOR YOUNG WOMEN 
IN WHITE 


COMFORTABLE 
STYLISH QUIET 


NOTE 
UP TO SIZE TEN 
IN AAAA-AA WIDTHS 


ei 


CLINIC-Stock No. 404 


White Kid Blucher Oxford 
Duflex White Napline Sole 
12/8 White Soloid Heel with Nap 
Toplift 
6/10 AAAA 
5/10 AAA-AA 
4/9 ABCDE 


CLINIC -Stock No. 400 
Unlined 
White Elk Punched Blucher Oxford 
Duflex White Napline Sole 
12/8 White Soloid Heel with Nap 
Toplift 
6/10 AAAA 
$/10 AAA-AA 
4/9 ABC 


$2.70 


CLINIC-Stock No. 402 


White Kid Perforated Blucher Oxford 
Duflex White Napline Sole 
12/8 White Soloid Heel with Nap 
Toplift 
6/10 AAAA 
5/10 AAA-AA 
4/9 ABC 


TERMS 
5% if paid within fifteen days of date of invoice. | 
2% if_paid within thirty days of date of invoice. Hush 
NET if paid after thirty days of date of invoice. “ 


THE JUVENILE SHOE CORPORATION 


OF AMERICA ... quiet soles 
, CENTRAL TERMINAL BUILDING - 710 NORTH TWELFTH BOULEVARD - SAINT LOUIS, MISSOURI 
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NEW YORK—An arbitration panel 
has been set up by the National Re- 
tail Dry Goods Association, to operate 
under a definite procedure for ad- 
justing disagreements on_ returned 
goods. If the dispute cannot be set- 
tled between the two parties involved, 
arbitration is made compulsory and 
a court of twenty-one retailers in part, 
or in total, adjudicate the case 

The basis for settling returns dis- 
putes as agreed upon by the represen- 
tatives of the retailer and manufac- 
turer organizations are as follows: - 

1—That return of merchandise 
from retailer to vendor should be 
made only where it is alleged that 
the merchandise is defective in work- 
manship or material, has not been 
delivered as agreed upon or for the 
non-conformity of any of the condi- 
tions of the order; that such returns 
shall be made within five working 
days after the receipt of the merchan- 


Rules; 


dise unless for good reason such a 
return within said five days is neither 
practical nor reasonable. Failure to 
return within the said five days shall 
place the burden of proof of the rea- 
sonableness of such failure on the 
vendee. Returns which are made be- 
cause of alleged defects in the mer- 
chandise with respect to, but not 
limited to, alleged defects in work- 
manship, material, fit, etc., not dis- 
coverable by ordinary, usual inspec- 
tion, may be made at any time 
that such defects are actually dis- 
covered. 

2—That retailers in fairness to their 
vendors in making returns of mer- 
chandise to their vendors because of 
alleged. defects, should advise the said 
vendors, in writing, as to the reason 
of any returns made and as to the 
alleged nature of the defects. 

3—That in the event that the ven- 
dor to whom such return is made 
feels aggrieved because he feels that 
such return is unjust or unwarranted, 
it is recommended that the retailer 
agree to submit the question of the 
justification for the return to arbitra- 
tion. 

4—That such arbitration should be 
referred to a representative chosen by 
the manufacturer and a representative 
chosen by the retailer, and in the 
event that these two arbiters fail to 
agree, they should choose a third im- 
partial individual to serve in making 
the decision. The N.R.D.G.A. will 
endeavor to make available to retail- 
ers a panel of properly informed 
individuals from which panel retail- 
ers may choose an arbiter if they so 
desire, or they may choose an arbiter 
not listed on such panel. 

5—While the majority of disputed 
returns are probably on individual 
items, at times large quantities of 
merchandise and a considerable sum 
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Merchants Arbitration Committee Presents Seven 


Sales Agreement 








A “RETURNED GOODS” COURT 





Manufacturers of Shoes Adopt Uniform 








of money may be involved, in which 
event it is suggested that if -arbitra- 
tion is agreed upon that the matter 
in controversy be submitted to the 
American Arbitration Society, and 
that it follow the course of the reg- 
ular formal procedure of that or- 
ganization. 

6—That in the event of arbitration 
it is hoped that any decision will not 
in any way impair the relations be- 
tween the retailer and vendor in- 
volved and that both parties thereto 
will accept the decision of the ar- 
biters as fair and final. 

7—It is believed that in this way 
returns involving non-agreement will 
be reduced to a minimum and that 
in such cases they will be settled 
promptly, economically, and fairly 
to the advantage of vendors and re- 
tailers generally. 


* * * 


AT a meeting of the shoe manufac- 
turing members of the New England 
Shoe & Leather Association held 
Wednesday evening, March 31, Hotel 
Statler, Boston, discussions were held 
on unfair practices, such as unwar- 
1anted cancellations, unjustifiable re- 
turns and discounts and similar trade 
abuses. 

The following program was adopted: 

That the New England Shoe & 
Leather Association recommend. the 
adoption of a uniform sales agree- 
ment which shall contain the follow- 
ing provisions: 

1—SAMPLES: There shall be an extra 
charge of not less than twenty-five per cent 
(25%) for window samples 

2—CARTONS: All payers are entitled to 
a basic carton, and any additional cost on 
cartons shall be paid 1 by the buyer. 

8—RETURNED ES: (a) No shoes 
shall be accepted "ie or, unless first 
a ane approved by the manufac- 
turer. Worn shoes will absolutely not 


be acce' pred for credit, except on proof of 
mee tt by due to faulty manufacture. 
SASED TAXES AND LABOR 


costs: 1 e prices on all orders are ac- 


cepted eieel to increases and dates of 
[TURN TO PAGE 49, PLEASE] 
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ar ofa Nation Will be Ordered 


The Fall Footwei 
at Shows and Market Places—NAI ION-WIDE. 


BOSTON and CINCINNATI to Hold 


TO get the proper price feeling, as well as the style 
approach for the Fall and Winter season, the shoe 
markets of America promise to be active in May and 
June. Pioneering in the field of fashion, the Shoe 
Fashion Guild of America holds its Fall Opening at 
the Hotel Biltmore, New York—May 3, 4, 5. These 
dates actually open up the season for the promotion 
of Fall footwear in the high-grade lines of shoes that 
necessitate a longer period of making and craftsman- 
ship. The results of the show of samples at the Shoe 
Fashion Guild presentation in New York will have an 
influence on the types of shoes for feminine wear to be 
bought in volume and in popular grades in the month 
of June. 

Another important result of the Shoe Fashion Guild 
meeting will be a determination of price for shoes in 
the upper brackets. The pressure of labor, increased 
material costs and all of the factors of the general 
pricing situation will be boiled down to definite orders, 
definite quotations and definite dates of delivery. The 
Shoe Fashion Guild of America leads the procession 
in fashion as well as in pricing and will be watched 
with great interest because of its effect on the general 
shoe picture for Fall. 


@PENING in Boston, June 1, 2, 3—The 18th Annual 


Boston Shoe Fair will be a national exposition of 


shoes, leather and accessories at the Hotel Statler, 
Copley Plaza and the Parker House. This year the 
show is completely under the management of the New 
England Shoe and Leather Association. The committee 
of managements consists of the following: President, 
George A. Dempsey, Farmington Shoe Co., Dover, 
N. H., Chairman, Ex-Officio; Charles T. Cahill, United 
Shoe Machinery Corporation, Boston, Chairman; H. 0. 
Rondeau, H. O. Rondeau Shoe Co., Farmington, N. H.; 


‘Frank S. Shapiro, National Shoe Corp., Marlboro, 


Mass.; William E. Doyle, Doyle Shoe Co.; Brockton, 
Mass.; Louis H. Salvage, Louis H. Salvage Shoe Co., 
Manchester, N. H.; Myer Saxe, Kesslen Shoe Co., 
Kennebunk, Me.; George Barkin, A. R. Hyde & Sons 
Co., Cambridge, Mass. 

A year ago the show was the first to advance the 
dates from July to June. The change met with the 
unanimous approval of exhibitors and buyers. It was 
a progressive step for both, and especially for manu- 
facturers because it gave them a full extra month 
during the last half of the year to make shoes. The 
show committee, this year, decided to again hold the 
show in June, believing that market and buying condi- 
lions justify them in doing so. 

All applications for display rooms must be ad- 
dressed to the New England Shoe and Leather Asso- 
ciation, 166 Essex Street, Boston, Mass., and not to 
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June Shoe Market Will Bulk Orders for Shoe Production for Early Fall 


Delivery——Other Centers to Hold Conventions 


any of the hotels which have placed assignment of 
display rooms with the Committee in charge of the 
Fair. To insure early and definite assignment of 
rooms, it is suggested that applications be made 
promptly. 


THE Midwest Shoe Fair, sponsored by the Ohio Shoe 
Retailers Association, will again be held in Cincinnati, 
Ohio, on June 6, 7, 8, 1937, with headquarters at the 
Netherland Plaza Hotel. It will combine both a 
convention and a shoe show. 

Cincinnati, being strategically located in the mid- 
west, affords easy access to retailers from not only 
the surrounding states but the entire country as well. 

The dates of June 6, 7, 8 were selected as the op- 


MAJOR SHOWS 


portune time for manufacturers to display their Fall 
lines of footwear. 

The officers and committee are: Frank J. Weber, 
Chairman; Ted Orr, vice-chairman; Edw. C. Horn, 
secretary; George Dohrman, treasurer. 

Committees: Entertainment and Style Show—Wil- 
liam Newbold, Chairman; Gene Held; Tom Kilcrease; 
Joe Stern; F. X. O’Brien; Edw. Horwitz; Bob Gerwin. 

Registration—Henry Momper, Chairman; R. G. 
Nunn; Al Schloemer. 

Finance—Geo. Dohrman, Chairman; Leo Mersman; 
John Schwartz; Ted Orr; Howard Frohman. 

Program—Harry Lasky, Chairman; Sylvan Loeb; 
M. Bremer. 

Publicity—Ira Longini, Chairman; Julian Marx: 
J. Schmenk; L. C. Beutel; J. Turner; R. Ryan; E. 
Horn; H. Momper. 

Reception—Gene Held, Chairman; Ed Koob; Ben 
Gardner; Ben Kassen; Ed Bankemper. 

The Iowa National Shoe Travelers’ Association will 
stage a SHOE FAIR, June 6, 7, 8, at the Hotel Fort 
Des Moines, Des Moines,.Iowa. The third, fourth, 
fifth and sixth floors have been taken over for the 
Shoe Travelers’ exhibit. 

It is also planned to entertain the ladies Monday 
afternoon, at Riverview Park. The banquet is Mon- 





MARKET SHOWS AND CONVENTIONS 


Fall Showing Shoe Fashion Guild of America, 
Inc., Hotel Biltmore, New York....May 3, 4, 5. 1937 


Boston Shoe Fair, New England Shoe and Leather 
Association, Hotel Statler, Boston Mass. 
June 1, 2, 3, 1937 
Pacific Northwest Shoe Retailers, Annual Conven- 
tion, Hotel Davenport, Spokane, Wash. 
May 30, 31, June 1, 2, 1937 
Ohio Shoe Retailers’ Association Annual Midwest 
Shoe Fair, Hotel Netherland Plaza, Cincinnati, 
CH=. ciccnscctccececesudervues June 6, 7, 8, 1937 


California Shoe Retailers Annual Convention, 
St. Francis, San Francisco, Calif. 
June 14, 15, 16, 1937 


Illinois Shoe Retailers and Travelers Annual 
Convention, Pere Marquette Hotel, Peoria, Ill. 
June 20, 21, 22, 1937 


Pennsylvania Shoe Travelers Association Annual 
Tri-State Shoe Mart, William Penn Hotel, Pitts- 
ee Pie's oc vce ck scesieedacxe July 18, 19, 20, 1937 





day night at 6:00 p. m. and the dance at 9:00 p. m. 

President F. A. Samson, appointed the following 
committees: Publicity Committee; J. E. Wm. Pres- 
cott, Chairman, C. F. Payton and Ward B. Parker. 
Reservation Committee: F. W. Samson, Chairman, 
Carl P. Ortland and H. M. Dilley; Banquet Enter- 
tainment: O. R. Blechinger, Chairman, W. B. Wil- 
liamson and Willard M. Griest. 

This Iowa Shoe Fair has the endorsement of The 
National Shoe Travelers Association as exhibitors are 
limited exclusively to those affiliated with the National 
Organization through membership in an _ affiliated 
association. 

Prominent conventions to be held during the month 
of June include the following: 

Pacific Northwest Shoe Retailers annual convention 
at the Hotel Davenport in Spokane, Washington on 
May 30, 31, June 1, 2. 

The annual convention of the Wisconsin Shoe Re- 
tailers Association will be held June 13, 14, 15, at the 
Plankington Hotel in Milwaukee, Wis. 

California Shoe Retailers annual convention will 
be held at the Hotel St. Francis, San Francisco, Calif., 
on June 14, 15, 16. 

Illinois Shoe Retailers and Travelers will hold their 
annual convention at the Pere Marquette Hotel in 


Peoria, IIl., on June 20, 21, 22. 
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An unusual men’s shoe ad by Dalsimer’s, 
of Philadelphia, that emphasizes the 
smartness of this season’s shoes and the 


importance of being well dressed from 
the feet up. 


MIEN’S shoe advertising is on the 
up and up. And that’s good news 
to everybody connected with the 
men’s shoe business, for it may in- 
dicate the end of an epoch in which 
merchant and manufacturer alike 
have been obliged to fight against 
discouraging odds for every pair of 
shoes sold and every dollar of 
profit earned. Perhaps it marks the 
dawn of an era that holds out the 
promise of a better appreciation of 
quality and values in men’s shoes. 
Not that men have lacked the de- 
sire for good shoes up to now, or 
for more pairs of shoes to suit the 
needs of the various activities of 
business, recreation, sport and the 
formal or informal occasions of 
life. It has not been the absence of 
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MEN’S ADS STRESS 


STYLE 


ANGLE 


A ugmented Purchasing Power Increases Opportunities 


‘ for Sales and Profits 


desire to buy more and better shoes 
but the inability to purchase them 
that has tended to keep the men’s 
shoe business in the doldrums 
through the dull years of depres- 
sion. Most men like good shoes and 
can be sold on quality when they 
have the wherewithal to buy. Up to 
now, however, those who have been 
fortunate enough to find their in- 
comes increased as a result of the 
rising tide of recovery have been 
confronted with the necessity of 
paying off old debts, rehabilitating 
homes, providing new furnishings 
and equipment or replenishing the 
wardrobes of the family. In such 
circumstances, the needs of the man 
come last. But now the time has 
come when thousands of American 
men are again in a position to buy 
more shoes and better shoes, and in 
recognition of that fact retail shoe 
stores the country over are invest- 
ing in more and better advertising 
in the hope of selling them. 

There has been a very marked 
increase this season in the news- 
paper lineage devoted to men’s shoe 


advertising, an increase all the 
more noticeable by reason of the 
fact that men’s shoes had been so 
conspicuous for their absence from 
retail promotion in recent years. 
More emphasis is being laid on the 
style appeal and quality of men’s 
footwear, showing that retailers in 
general have more confidence in the 
purchasing power of their male cus- 
tomers. Here’s a case in point: 

The Dalsimer store, in Philadel- 
phia, recently published a very 
striking women’s shoe ad, in which 
a large number of smart styles were 
illustrated. It occasioned so much 
comment and brought such good re- 
sults that the firm decided to pub- 
lish a similar advertisement featur- 
ing a group of its smartest men’s 
shoes. The management felt that 
there is a tendency on the part of 
many shoe stores to neglect the 
men’s branch of the business when 
sales promotion plans are being 
laid out. So this advertisement was 
written to meet the stiuation 
squarely. 

[TURN TO PAGE 42, PLEASE] 





Three attractive ads 
from Dallas, New 
York City and Los 
Angeles, featuring 
men’s shoes from a 


style standpoint. 
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LONG BEFORE HENRY WILSON* 
STARTED SHOEMAKING IN 
THIS LITTLE SHOP, KISTLER 
“BENCH BRAND” SOLE LEATHER WAS ON THE MARKET 


During nearly a century devoted to the tanning of sole leather, 
the high standard of quality originally established has been 
maintained and consistently improved. That and the increasing 
appreciation of the necessity for fine sole leather in making 
men’s shoes, together with the growth of the shoe industry, has 
done much to make the wide market that we serve today. It is 
said that “Henry Wilson tried one week to make as few as 100 
pair of shoes”. Now, 10,000 pair daily is not unusual for a factory, 


KISTLER “BENCH BRAND” SOLE LEATHER 


is the foundation of millions of shoes sold annually. Do you 
realize all that means to the public health and welfare? Hides, 
poor in quality to start with, or others whose fibrous structure 
is not properly tanned, deteriorate rapidly. They are unkind to 
the feet. No one benefits economically or otherwise by that. 
Kistler “BENCH BRAND” Sole Leather assures enduring 
satisfaction. The quality tanned into it stays in. Have you seen 


the shoes in your price range bottomed with it? 


%4U. S. GRANT was president and 
HENRY WILSON vice president 
in the 21st. administration. 
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THIS CHART REPRESENTS A 
SIDE OF LEATHER. THE PART 
USED FOF KISTLER “BENCH 
BRANO" SOLES 1S ABOUT 13% 
OF THE WHOLE SIDE 
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NEW SHINOLA WHITE 


oh 
eninaer 


Order New Shinola White 

now—don’t delay! Get 

ready for the biggest white 

season in history, style 

leaders advise. Reports from Florida dealers 
show Shinola is breaking all records for 
white cleaner sales. Sure sign of bigger na- 
tional demand than ever. 








Make sure this business 

comes to you. Bring in 

passers-by with eye-catch- 

ing full-color Shinola win- 

dows. Use the attractive Shinola display 
cartons to increase counter business. They'll 
do your selling job for you! All displays are 
FREE. Write for them sow. 


enn oer 


Quicker sales, faster prof- 
its are yours when you con- 
centrate on the national 
leader. Sell New Shinola 
...the white shoe cleaner your customers 
demand. Sell them once and they’ll come 
back for more—more Shinola and more of 
the other things you sell. 


FEATURE THE LEADER 
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THIS BEST-SELLING 
WHITE OFFERS 
TRIPLE SALES APPEAL 


1. BIGGER DEMAND - Last year America de- 
manded Shinola—the white cleaner guaranteed not to 
rub off. This year Shinola offers a triple guarantee, cov- 
ering everything customers want in a white shoe clean- 
er. Again, everyone will demand New Shinola White. 


2. FASTER TURNOVER- A fast mover ...a 
quick repeater—that’s New Shinola! It practically sells 
itself. The 3-way guarantee convinces customers...the 
double-money-back offer clinches the sale. And those 
who buy it once come back to buy again and again. 


3. QUICKER PROFITS —Your customers like 
Shinola...demand Shinola...buy Shinola. Because it 
makes every white shoe* really clean — quickly and 
easily. That’s why you profit with Shinola...all the 
time, every day you’re open for business! 


PRESERVES LEATHER —New Shinola White 
actually “feeds” the leather... helps keep it soft and 
pliable...constantly renews its freshness. Protects the 
surface, too. Shinola really cleans. Shoes wear better, 
stay smart and new-looking. 

Next month Sunday newspapers will blanket the 
country with full-page, full-color ads announcing 
Shinola’s sensational 3-way guarantee. All summer 
powerful ads will reach your customers through Sun- 
day newspapers and leading magazines. Make this 
campaign work for you. Stock Shinola...feature Shinola 
sell Shinola... profit with Shinola! 


*For nappy-surfaced white shoes, sell Shinola 
W bite Suede Cleaner. Will not mat the surface. 


WO 


NOT TO RUB OFF 


2. Guaranieed 


TO REMOVE STAINS 


3. Guaranleed 


TO WHITEN QUICKLY 


DISPLAY SHINOLA WHITE 


; 
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Coronation Gives New Window Thrills 





No single event lends itself more to 
the art of window display than the 
coronation of King George VI and 
Queen Elizabeth. Weeks in advance of 
the coronation, windows have displayed 
the symbols of royalty—the seals, the 
crowns and all the panoply of history. 
Reproduction of the various crowns, 
orbs, scepters, have been used by de- 
partment stores, and jewelry stores— 
and the crowds of interested specta- 
tors indicate the effectiveness of these, 
with lavish displays. 

When it comes to shoe windows, a 
more simple treatment is recommended 
for use. One of the best background 


displays is the coronation window illus- 
trated above, designed and installed by 
Ben. Finkelstein for the Enzel of Paris 
shop in Baltimore, Md. 

The background consists of white 
ostrich plumes—a complete blanket— 
drape and over-draped with red velvet. 
The torches, coat of arms plaques, plat- 
forms, tassels and crown are in antique 
gold. The window flooring was of 
white satin and all around the border 
of the entire window, close to the glass, 
were miniature flags of all the British 
possessions, 

Variations on the coronation theme 
are used by other stores, ranging all 


the way from photographs of the King 
and Queen, to reproductions of the 
types of shoes to be presented to the 
Queen as tokens of the craftsmanship 
within the Empire. General publicity 
on the ornate footwear designed by the 
Canadian shoe manufacturers has re- 
sulted in the manufacture for window 
display of replica types, all of which 
use the crown as a basic ornamentation. 
The crown is either worked into the 
tongue or made part of the ornate pat- 
tern. Shoe promotions in the next four 
weeks have a general keynote—the 
coronation. 





Reflects Influence of 
World’s Finest Stores 
[CONTINUED FROM PAGE 25] 


This new Hess Shoe Shop is com- 
pletely air conditioned, being the first 
completely constructed new shoe shop 
in the city thus equipped. Because the 
air conditioning system was installed 
while the store was in the course of 
construction, the duct arrangement for 
transmission of heat in the Winter and 
cooling air in the Summer months had 
been placed in the walls, thus elim- 
inating any disfiguration of the physi- 
cal aspects of the store. Likewise 
unsightly radiators have been elimi- 
nated. The air conditioning of the 
store gives assurance of complete com- 
fort to the clientele at all times. The 
carrier system has been installed, be- 
ing the same kind of system as pro- 
vides air conditioning for the main 
Hess shoe store at 8 E. Baltimore St. 


One of the principal features of this 
shop is its hidden stock. The old style 
shoe racks are conspicuous by their 
absence. Beautifully finished walls in- 
terspersed with wall display shelves 
and niches have replaced the somewhat 
uninviting shoe racks found in most 
stores, thereby demonstrating the mod- 
ern trend in shoe shop arrangement 
and appointments. Stock of current 
favorites are kept in the rear of each 
of the selling floors, access to which 
is gained through beautifully draped 
doors. This makes for efficient service 
in an atmosphere that is truly salon 
in the strict meaning of the word. 
Storage is in the rear part of the 
basement. 

The first, second and downstairs 
floors are selling floors, each devoted 
to its specialized field. Each floor is 
done up in an attractive color scheme, 
the scheme being carried ‘out in the 
beautifully done floors, of linoleum and 
rug, to the walls, ceiling and furniture, 


all presenting a most effective har- 
monizing arrangement or effect. 

The first or street floor is devoted 
exclusively to women’s shoes, hosiery 
and leather goods. A complete collec- 
tion of women’s shoes, including Palter 
de Liso, Pandora, Arnold Authentics, 
Hess Arch Preservers, and Hess Man- 
nequins are featured. A unique bag 
department occupies a section of this 
floor, in which are to be found the 
newest in bags, including bags by 
Koret, for milady to match her new 
footwear, hosiery or costume, An elab- 
orate hosiery department likewise oc- 
cupies a section of this floor in which 
women can secure their hosiery needs 
for those new shoes, costumes, bags, 
etc., thereby bringing about the en- 
semble effect. 

Beautifully upholstered and most 
comfortable chairs of the salon style 
have been installed in the street floor 
shop for the complete comfort of the 

[TURN TO PAGE 53, PLEASE] 
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The 
VERDICT is 


BLACK 


lor 


AUTUMN 





Another “big black autumn” is forecast for 





1937. This year it is a more formal autumn, in which 






luxurious furs will be worn casually over simple frocks, 






and the finest of velvety black Doeskin will be molded 






into richly simple shoes with definitely feminine lines. 







SEPTEMBER AFTERNCCN, Silver fox cape and pumps ot 
black Vode Doeskin. Note the high cuffs, lined with Sterling's 









silver kid. Pullover shown at left designed by Weinstat. 






STANDARD KID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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SAVING TIME BY SPENDING IT 


with January, but with the month the 
style arrives. A glance shows how 
long any style has been in stock. 

“T have heard many shoe retailers say 
they don’t need stock records because 
they can carry all this in their heads— 
how each style is selling, how many are 
on hand, etc. Frankly, I am not that 
smart. Too often my stock sheets prove 
my most careful guesses to be wrong. 

“I find my memory carries the active 
lines pretty well, while the slow sellers 
are blissfully forgotten. My stocks 
sheets prod me into action to get these 
less desirable styles moved out in 
season. 


Figuring Mark-Up Exactly 


“Notice how easy it is for me to fig- 
ure exactly what markup any particu- 
lar style has realized by the time it is 
finally closed out. And I can check 
up on any particular manufacturer 
just as easily. 

“The secondary purpose of these 
stock sheets is to provide a means for 
finding total sales and total stock in 
every subdivision, such as the various 
price lines, heels, colors or materials. 
This may sound like quite an order, 
but it is really very simple if the stock 
sheets are kept up day by day. 

“The trick lies in that ‘Key Letter’ 
you see up in the right hand corner. 
The first letter represents the price 
line and the second indicates high or 
low heel. Our price line divisions are 
as follows: 

Foot Saver 
Enna Jettick 
Others over $6.00 
$5.00 to $5.85 
Under $5.00 

HEELS 
Low Heel 
. High Heel 

“Thus ‘CL’ classifies a style as ‘Low 
Heel Over $6.00 but not Foot Saver or 
Enna Jettick.’ At first thought it may 
seem that these Key Letters are un- 
necessary, for they add no information 
not already shown elsewhere on the 
sheet. However, we shall see the rea- 
son later on. 

“At the end of every month I rule 
up a piece of scratch paper something 
like the form at the upper right. (But 
it does not need to be drawn so care- 
fully.) Then I go through the stock 
sheets from beginning to end.. As I 
mark the ‘Total Sales and Total Stock’ 
on each stock sheet, | put those same 
figures in the proper columns on my 
scratch paper, as indicated by the Key 
Letters. 

“The totals shown in these various 
columns tell me what I am after, the 
sales for the month and the stock on 


hand in each price line,’ separated 


me HOODS 


further according to high and low heel. 
These totals are entered in permanent 
form in the Monthly Summary. This 
summary is not a special form. Any 


ruled book will do, 


[CONTINUED FROM PAGE 19] 


“Now about those Key Letters. When 
taking down the totals from the stock 
sheets to the scratch paper work sheets, 
it is certainly easier and more methodi- 
cal to think of ‘DH’ than of ‘High Heel 
Five Dollar to Five Eighty-Five, but 
not Foot Saver or Enna Jettick.’ That 
is really too much tax on the brain, 
especially since the prices in the ‘style 
shoes’ overlap the prices in the ‘arch 
shoes,’ and yet I wish to keep the 
‘arch shoes’ entirely separate. 

“The Key Letters assure me that 
each style will be listed in the same 
classification every month. I'll go so 
far as to say that with the Key Letters 
the totals will be right every month, 
without them the totals will be wrong 
every month. 

“And by the way, when a shoe is 
reduced in price its sales and stock 
must still be recorded in its original 
price line. Unless this is .done, the 
figures will tend to make the buyer 
purchase fewer and fewer in the higher 
price lines and more and more in the 
cheaper brackets, although the trade 
may not justify any change in prices. 

“Remember that a dealer must plan 
to buy his usual proportion of mis- 
takes every season just as he plans 





Colorful Display Piece 





This interesting display piece is a 
highly colored folding screen supplied 
by Brauer Brothers Shoe Company to 
their Paradise dealers for use as a 
background. Done in twelve colors, it 
depicts four birds of Paradise with all 
their plumage in a Japanese garden 
setting. The effect is that of Japanese 
embroidery on silk. Two smaller side 
cards are also furnished as a part of 
the display. These cards take the form 
of Japanese vases and contain point- 
of-sale copy. 

The screen is 48 in. by 53 in.—hinged 
into three sections. It is produced by silk 
screen process in oil paint, therefore 
durable and washable. Its substantial 
shipping container is suitable for stor- 
age purposes when the screen is not 
in use. A. J. Brauer, president of 
Brauer, president of Brauer Brothers, 
states that Paradise dealers have found 
this display a definite stimulant to 
sales. 


to buy his successes. For example, 
suppose T sell 600 pairs of $6.00 shoes, 
500 of which go at regular price and 
100 at reduced prices. To remedy this 
situation, suppose I determine to buy 
only 500 pairs for the following sea- 
son. Does that mean I will sell the 
entire 500 at full price? 

“Of course not. The usual propor- 
tion will still be ‘mistakes.’ So again 
I say all sales must be recorded in 
their original price lines. 

“I make another Monthly Summary, 
just like the one at lower right, but 
separated according to colors and, 
whenever I feel it necessary, accord- 
ing to materials also. This acts as a 
guide in buying for the corresponding 
selling season the following year, being 
particularly helpful in the case of sea- 
sonal merchandise such as suedes and 
whites, materials in which the factor 
of timing is most important. 


Reliable Sales Forecast 


“I might mention that the Monthly 
Summaries do not mean much to the 
merchant until they have been col- 
lected for a full year. They then be- 
gin to be quite a reliable forecast for 
each selling season. I think this is 
especially true in the smaller towns 
where, in a general way, each store 
will sell to approximately the same 
group of people next year as it did 
last year. Their wants change, but 
the process is gradual. 

“Notice that the sixth column of 
the Monthly Summary, ‘Total Shoes,’ 
does not include house slippers nor 
the cheap linen sandals so popular 
recently. If these were included they 
would distort the figures so that the 
‘Total Shoes’ column would not be a 
true picture of the progress of the 
store from month to month. 

“Now comes the buying budget. I 
wish I could report that my stock 
records always tell me exactly how 
many to buy of what materials and 
prices—and when. That would be just 
too much. However, I will say the 
records are an immense help. They 
establish reasonable. limits within 
which I mtst keep my buying. 

“In the first place, I find I do not 
want my stock the same size the year 
round. At the beginning of each sea- 
son necessity compels me to load up 
with so many styles and sizes that 
the stock is considerably larger than 
its average size. I do not object to 
doing this because there is plenty of 
time ahead in which to dispose of this 
stock at full price. Consequently, in 
the early months I plan to receive more 
pairs than I sell. 

“Toward the end of each season the 


opposite situation prevails. The stock 
[TURN TO PAGE 64, PLEASE] 
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from left to right, 

Willis, Wallis, Dina, 
Wanda [in plain linen), 
Wanda (in colored linen), 
Millie. 









THESE BROOKLYN MADE, Gis 
HIGH STYLE, NOVELTY SHOES 
WILL ASSURE A PROFITABLE 
SUMMER FOR YOU 


RETAILING from $1.95 to $92.45 





Women are demanding better made, better fitting 
shoes these days. Dainty Maid answers the demand 
for better quality shoes and proudly presents a line 
of summer novelties that will bring staple profits to 
every merchant. These delightfully styled summer 
shoes are made, under the direction of Dominick Cal- 
derazzo, by men who know how to build value into a 
shoe. The extra care, the greater attention given to 
details makes this Dainty Maid line one we honestly 
want to brag about. Make sure to see these profit 


producing shoes. 


EASTERN FOOTWEAR CORPORATION 


On display at the formerly 

Marbridge Building, DAINTY MAID SLIPPERS, Inc. 

or call us for a sales 68 Thirty-Fourth Street 
wit. De vce Simaeeeinn Brooklyn, New York 
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MEN’S ADS STRESS STYLE ANGLE 


[CONTINUED FROM PAGE 32] 


“This is a straight-from-the-shoulder 
message,” the ad announced, “to men 
who set the pace in fashion—executives 
who have arrived, smart young men 
on their way up, and outstanding col- 
lege men—men who have watched with 
keen interest Dalsimer’s recent rise to 
Fashion Leadership, and have asked 
repeatedly that we present THE AU- 
THENTIC PICTURE OF MEN’S 
SHOE FASHIONS FOR. SPRING. 

“Well, sirs, here is our answer! 
These Dalsimer shoes represent the 
kingpins of the smartest and most com- 
prehensive collection of men’s styles in 
America. You can safely bank on them 
for authenticity. You can count on 
Dalsimer’s fine leathers and craftsman- 
ship for quality. You can depend on 
their precision-fitting for comfort. And 
you can rely on Dalsimer reputation for 
fair prices and fair values. 

“Space permits us to picture only 
nine styles—we could easily make it 
ninety! Among them every best seller 
of the season—every ‘Esquire’-approved 
fashion—every last and leather—every 
smart tip—every color from midnight 
black to bengal tan, and the lighter 
Summer shades. 

“Yes, sir, we say emphatically—it’s 
a man’s world in shoe fashion this sea- 
son! And if you want positive assur- 
ance of being well-dressed from the 
ground up—take Spring in your stride 
—in Dalsimer Shoes!” 


Copy Needs New Approach 


Here’s a new and more refreshing 
kind of copy, designed to appeal to the 
imagination of a lot of men who are 
more than likely to be unimpressed by 
the more or less stereotyped and routine 
style of advertising that has been used 
so generally in the promotion of men’s 
shoes. The men’s shoe business needs 
more of this sort of originality in the 
presentation of its message—and its 
merchandise—to a public that is weary 
of perfunctory, commonplace things and 
eagerly receptive to that which is new, 
novel and distinctive. 

“Take a Tip from Fyfe’s,” was the 
headline of an interesting advertise- 
ment of men’s shoes by this well-known 
Detroit store. Illustrations showed the 
foreparts of four up-to-the-minute 
styles, together with the fashion figure 
of a well dressed man wearing a Spring 
topcoat and swinging a cane. “Impor- 
tant to men who recognize the fine 
points of shoe fashions,” the copy con- 
tinued. ‘Here are four oxfords, each 
with distinct individuality; the Medal- 
lion tip—the straight tip—the wing 
tip—and the split seminole tip. Though 
all are suitable for town wear, some are 
more appropriate than others for 


sport. It’s this fine distinction that 
well-dressed men appreciate—and seek 
out. (Fyfe’s extensive stock includes 
practically all types—at prices from 
$5 to $20.)” 

Maling Brothers in Chicago ran an 









maid Eleven CH Baker stores 
Aff ore READY and ABLE to supply 
ZF you with shoes that youll be prowd 
to wear se 

Seyles and leathers see the BEST 
to be hed ot their price proving 
sgsin thet C. H. Baker's eneet in 
“GOOD SHOFS AT SENSIBLE 
PRICES.” 




















A striking men’s shoe advertisement 
used by C. H. Baker stores in San 
Francisco and Los Angeles. 


interesting ad with a striking illustra- 
tion of two pointed toe men’s styles to 
introduce “A New Shoe for Spring— 
the Whippet. With a new last, longer 
and slimmer than the average custom, 
the Whippet is streamlined for the man 
of today,” the copy explained. “It’s 
way out in front .. . in good taste, in 
leather and construction, in downright 
satisfaction and value. It’s a thorough- 
bred in comfort, too. But don’t take 
our word for it—try a pair on and see 
if they don’t make friends with your 
feet and your pocketbook the minute 
they touch your socks.” 

Hahn of Washington, D. C., ran a 
series of attractive ads featuring vari- 
ous lines of men’s shoes and illustrated 
with attractive half tone cuts made 
from photographs. One of these ads, 
appearing just before Easter, declared: 
“Bend-Eesy’s are Easter-minded ... 
and they'll be prime favorites in Sun- 
day’s parade because they’re so decided- 
ly dressy in high polished brown or 
black calf... . Light as a feather, yet 
long wearing because they have a pat- 
ented sole construction that eliminates 
nails and stitches to give you slipper 
comfort ... also in the new gun-gray 
calf for the last word in style.” An- 
other ad in the same series featured 
the Tri-Wear line and said of these 
shoes: “Tri-Wears are in a neat and 
dressy mood that brings the custom last 
into extraordinary prominence—par- 
ticularly the shining example of sar- 
torial perfection above. It’s in black 
or brown imported calf and it’s but one 
of a score of the smartest shoes you’ve 
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ever set foot into.” Most styles in both 
of these lines advertised by Hahn were 
quoted at $5.75. 

O’Connor & Goldberg, Chicago, fea- 
tured their Pegwood shoes for men in a 
striking, advertisement which, followed 
the usual O-G policy, brought out in 
bold type the characteristic features of 
the shoe. Copy was brief, pointed and 
descriptive. “You'll want a pair of O-G 
Pegwood Shoes for Men,” the ad de- 
clared, “if you will note their appealing 
features! Double pegged shank that 
strongly supports the arch . . . specially 
made lasts insure genuine fit and com- 
fort . . . featured in black and tan 
leathers and genuine Bucko . . . the 
Masterflex innersoles assure walking 
ease . . . the soles of O-G Pegwood 
shoes will not peel.” ; 

Thus the enterprising retailers who 
sell men’s shoes are putting real adver- 
tising and sales pressure behind the at- 
tractive styles they are showing. The 
above are but a few typical ads selected 
from a great many—they show the 
trend of the season and it’s a very 
gratifying one because it indicates a 
renewed interest and appreciation of 
the possibilities of the men’s shoe busi- 
ness, when merchandise is presented to 
customers in the right way. 





Round About the 
Leather Show 


[CONTINUED FROM PAGE 21] 


lighter and the light colors darker. 
Highland blue, for instance, is inching 
up on marine and the grays going gun- 
metal in their cast. 

Suede, suede and more suede seems 
to be best in black and coffee brown. 
And kid and calf are their best in 
colors. Patent leather looks very prom- 
ising as an early Fall all-over leather 
and for trims, naturally. There seems 
to be more interest in grains. That 
simulated ostrich is clever and that 
new Baby Buffalo a change for spec- 
tator shoes. Lacquered Snakeskin— 
what a gorgeous trimming touch! Fifty- 
six swatch books . . . that’s a pretty 
good collection for one afternoon. 





Smith Represents Seton 
in Pennsylvania 

NEWARK, N. J.—Seton Leather Com- 
pany announced during the recent 
Leather Show, that the Pennsylvania 
territory would be represented for them 
in the future by Bi!l Smith, who has 
been with the organi::ation for the past 
six years as a tannery executive. 

It was decided to have representation 
directly from the tannery and Bill 
Smith’s appointment was the result. 
Bill has a thorousth knowledge of 
leather and a personality that should 
win him strong friendships in his terri- 
tory. He will make his headquarters 
at the Seton tannery, 62 Verona Ave- 
nue, Newark, N. J. 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 
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There is only one sure test 
of a WHITE SHOE CLEANER... 
RESULTS on YOUR CUSTOMERS’ SHOES! 


"COVER-OVERS” SHU-MILK 
do this + ” does this 


These unretouched photomicrographs of white shoes worn and 
cleaned daily tell their plain story of parative cl results. 
On the left you see the disastrous results of “cover-over.” On the 
right, the satisfactory results of Shu-Milk cleaning. What a world 
of difference after less than a month's wear! 


sect SHU-MILK 
AND BE Safe 


Study the photomicrographs above. See how a shoe can be 
practically ruined in less than a month by an improper 
gummy-type “cleaner’’—its built-up surface cracked, its 
original whiteness turned dull, dingy gray, its attractiveness 
spoiled. Then get the other side of the story—the shoe 
cleaned with Shu-Milk is still like new, with original surface 
intact-—no caking, cracking or shrinkage of leather! Shu- 
Milk removes the dirt and leaves a soft, dazzling whiteness 
that will not rub off or mat nappy leathers. 








No need to change the Shu-Milk formula! Results on mil- 
lions of pairs of shoes have proven it to be the proper and 
safe all-purpose white cleaner. Steady “repeats” year 
after year by millions of satisfied users is the true test of 
Shu-Milk quality. PLAY SAFE WITH YOUR TRADE! 
FEATURE SHU-MILK FOR VOLUME, PROFITS AND 


GOOD WILL! 


GREATER ADVERTISING! 


NATIONAL MAGAZINES, NEWSPAPERS and WEEKLY 
SUPPLEMENTS will carry this story of comparative 
cleaner results to the public in the greatest advertising 
campaign ever put behind Shu-Milk. 


GREATER PROFITS! 


Your wholesaler has a SMASH-BANG OFFER for you. NEW 
LOW PRICES with greater profits and already established 
demand. 





SHU-MILK 
(Printed on every package) 
FAIR TRADE | ‘sest ever usep or Your 
Shu-Milk is now oper- MONEY REFUNDED" 


ating under the Fair 
Trade Laws of 14 
states, and is in process 
of adding all others. 
Fair minimum resale 
prices insure well- 
above-average profits. 














WALTER JANVIER, INC. 
National Distributors for 
SHU-MILK PRODUCTS CORP. 
Passaic, N. J. 
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N.S.R.A. JOINS 


Directors Vote to Affiliate 
Becomes Sixth National 
ticipate in Advantages of 


New YorkK--The National Shoe Retailers Associa- 
tion has veted to affiliate with the American Retail 
Federation as an association member, according to 
announcements issued last week by Executive Vice- 
President L. E. Langston, at N.S.R.A. headquarters in 
New York, and by Col. Clarence O. Sherrill, president 
of the Federation, at its offices in Washington. The 
decision to join the Federation was made by the direc- 
tors of the National Shoe Retailers Association at a 
meeting held in New York on Tuesday of last week. 

In speaking of the reasons that prompted this action. 
Mr. Langston emphasized in particular the value of the 
research work which is being done by the American 
Retail Federation. The latter has among its individual 
members many of the largest retail concerns in the 
country. Its membership and financial support make 
it possible for the Federation to undertake extensive 
surveys, studies and investigations which are of great 
value to retailers in general and which are made 
available to the N.S.R.A. and its membership through 
the association’s affiliation. : 

In addition to its individual members, the Federation 
also has affiliated members among the various retail 
trade associations, of which six have affiliated up 
to now, the others being the National Retail Dry Goods 
Association, National Retail Furniture Association, 
Co-operative Food Distributors of America, National 
Association of Chain Drug Stores and the Mail Order 
Association of America. Twelve state retail associa- 
tions, representative of all classes of retailing, are also 
members. The States are Iowa, Indiana, Maryland, 
Massachusetts, Missouri, New Hampshire, New Jersey, 
New York, Ohio, Pennsylvania, Vermont, and Texas. 

The American Retail Federation also carries on im- 
portant legislative work in Washington. In fact, one 
of the primary purposes that led to its organization 
a few years ago was to give retail business in the 
United States a common mouthpiece, through which 
it would be possible to speak when occasion de- 
manded with a voice sufficiently powerful to command 
the attention of legislators. Mr. Langston made it 
clear, however, that despite its affiliation with the 
Federation, the National Shoe Retailers Association 
reserves to itself complete freedom of action in this 
field of legislative activity. It does not commit itself 
in any way to the support of policies relative to pro- 
posed legislation which the Federation may in the 
future adopt, and it reserves the right to take its own 
independent position as an association on pending 
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FEDERATION 


and Shoe Group Thus 
Retail Association to Par- 
Federated Organization. 


legislation which it feels may affect the interests of 
its members. Furthermore, the N.S.R.A. will continue 
in the future, as in the past, to represent the shoe re- 
tailers who comprise its membership at legislative 
hearings in Washington or state capitals when this is 
deemed advisable and to protect the interests of its 
membership in this respect in any manner that it 
deems advisable. 

“The growing importance of research work, such 
as that done by the A. R. F. deserves the active support 
of trade associations such as ours,” Mr. Langston de- 
clared. “We believe, too, that we will be able to con- 
tribute to the affiliation and that becoming a member 
of the A. R. F. will be an advantage to both groups.” 

Mr. Langston also told of the success of the national 
organization plan recently put into effect by the asso- 
ciation’s board. Under the plan, which has for its 
purpose closer cooperation among individual shoe 
retailers for the common benefit of all, forty-eight 
state chairmen have been appointed and additional 
chairmen are being named for all of the larger cities. 

More than 300 merchants throughout the country 
have already accepted invitations to serve in these 
capacities, where they will officially represent the na- 


tional association. Under the new national plan, the . 


National Shoe Retailers Association will have official 
representatives acting in its interest in all states and 
in all key cities, Mr. Langston explained. “We are 
looking forward to the day when we will have one 
of the most efficiently organized trade groups in the 
country,” he added. 

The N.S.R.A. also continues its membership in the 
Retailers’ National Council and in the Chamber of 
Commerce of the United States. It has been a member 
of both of these organizations for some time. It is felt 
that these groups are both doing valuable work for 
retail business in their respective spheres. A member 
of the shoe trade will eventually be elected to the 
Board of Trustees of the American Retail Federation, 
it is anticipated. 

Officers and directors of the National Shoe Retailers 
Association were highly gratified at the success of last 
week’s Style Conference at the Waldorf-Astoria, which 
attracted the largest attendance of retailers in the 
history of the conference. Merchants came from all 
parts of the country, and the capacity of the several 
meeting rooms was taxed on both days. This increased 
interest in the Style Conference is considered highly 
significant and promising for the future. 
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HOW T0 


BRocst Sates Now 


ee er a 


ZOURI STORE FRONT! 





THE PORTFOLIO of 
ZOURI STORE FRONTS 





@ Write today for your copy of this inter- 
esting new store front portfolio, which illustrates 
the use of Zouri Rustless Metal Store Front Con- 
struction in fronts for various types of stores, and 
explains important new developments. Then con- 
sult your architect and Zouri distributor for an 
original design that fits your individual needs. 
To act now means to gain a decided advantage 
over competition for years to come: to delay 
means passing up additional sales and profits 
which are compensating aggressive merchants 
everywhere for the lean years behind. 


ZOURI STORE FRONTS, NILES, MICHIGAN 


cf. ee 


ouri Store Fronts | 


lease send the new Portfolio of Zouri 


LUUh 


$-437 





I NAME 





STORE FRONTS 
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THIS 
FLOOR 











GETS THE 
VOTE 


of Shoe Store Managers 
Throughout the Country 


Ih’s atways interesting to know what others in your 
line of business are doing. 

So we reproduce above the carpet pattern which is one 
of the most popular shoe store patterns in the Mohawk 
Line. It is modestly figured in two shades of blue. 

This luxurious, deep-pile carpet not only provides a 
lovely background for any new pair of shoes, but also forms 
a soft, eciillartilbe foundation for the first testing steps. 

There are scores of equally beautiful patterns in several 
grades and weaves in the 1937 Mohawk Line. So you 
may easily find, or we will design especially for you, a 
floor covering that suits your needs at a price very close 
to what you want to pay. 

Wire collect to the nearest Mohawk Office to obtain 
without cost the assistance of the Mohawk Advisory Ser- 
vice to aid you in solving your floor covering problems. 


MOHAWK CARPET MILLS 


GENERAL SALES OFFICE: 295 FIFTH AVE., NEW YORK 
Regional Sales Offices: 
Ci 2. 





Atlanta Boston Chicago ti Cleveland Dallas 
Denver DesMoines Detroit HighPoint KansasCity Los Angeles 
Pittsburgh San Francisco Seattle St. Louis 


1937, Mohawk Carpet Mills, Inc. 
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More Money Spent in Miami 


And Women Are,on a Buying Spree; 
Recorder Correspondent Reports 


Miami Beacu, Fia.—The mounting interest with 
which the entire clothing industry looks toward Miami 
and Miami Beach to see which way the fashion trends 
are blowing extends to the shoe dealers. They are 
always wanting to know what is taking place here. 
They want to know not what has been offered, but 
what really has been accepted during the resort season. 
“It’s always June in Miami,” say the natives, because 
Winter is Summer in this area. And that is why mer- 
chants are eager to know what the visitors were buying 
and wearing while here. What they wore in Miami in 
these past few months is what they will be wearing in 
the north in Summer. And so the picture as we give 
it now is not strictly a Spring picture, but one that 
carries over into the Summer. 

Here is one interesting note that came from prac- 
tically every shoe dealer along Lincoln Road—that 
shopping district that has been ranked in importance 
with the Rue de la Paix of Paris, and Fifth Avenue, 
New York. For years the report has centered around 
the all-white shoe as being the important thing in the 
resort picture and something which would carry over 
into the Summer. This year there is also a color note 
that is prominent—and among all the colors royal 
blue is leading. Kelly green is important, Dubonnet 
fairly so. Brown and white have been active all 
through. And never before has there been such a 
demand for dark shoes—the blues and the blacks. Of 
course, white shoes have sold in great numbers. 

The sandal type is here stronger than ever. It is 
offered in an open toe, open shank, open heel—some- 
times just one feature and again with all three. The 
comfort of a ventilated shoe, particularly when coupled 
with high style, has been accepted by the American 
woman, and each season for several years past has 
found an increasing demand for such a bit of footwear. 
The response of the manufacturer and designer has 
been a variety of sandal type shoes that embraces so 
many features that every woman is sure to discover 
something that appeals to her comfort as well as 
to her eye. 

The high front model is very definitely in the picture 
and has been accepted in all the price range. And the 
open toe in this high front is the correct thing. There 
has appeared a lot of lacing effects in these high fronts, 
and more detail trim than ever before. A shoe of 
today may contain less material than in former years, 
but it certainly has a lot more workmanship. An 
interesting note right here has been the popularity of 
laced front black suede, with white lacing. 

Shoe men in the Miami area will tell you this: busi- 
ness is on the upgrade; there is more money in Cir- 
culation and women are going on a spending spree. 
They will tell you that the shoe business is a good 
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barometer as to the financial status of the country. 
When money is tight, women are more conservative in 
their buying, selecting one pair of shoes for duty with 
several frocks. Today they want a shoe for each outfit. 
“When shoes are up, conditions are good,” they say. 
“When shoe sales slow up it is because times are 
not so good.” This is reflected in the report of shoe 
salesmen along Lincoln Road. One man told of a 
sale of fifty pairs at one time to one woman; another 
man complained that his customer had walked into 
another shop and bought fifty pairs, but that a few 
days later she returned to the shop of her choice and 
purchased an additional dozen pairs. And these were 
all high priced shoes-—none of them selling at less 
than ten dollars. 

Other salesmen talk glibly of hundred dollar, two 
hundred dollar and upward single sales. I was in one 
shop when a woman came in for a pair of evening 
slippers. She could not decide between gold, silver 
or color, so took all three, at $29.75 per pair—paid 
for them and drove off with the shoes. “It’s that way 
all the time,” said the salesman, “they can’t decide so 
take them all.” What becomes of the shoes? Nobody 
knows, for certainly they can never be worn out. 

There is a lot of prints shown, also polka dots and 
candy stripes. Most of these sandals have matching 
bags. Large numbers of the rosette types have been 
sold this season. The sandal is made up of little 
rosettes about the size of a quarter or slightly larger, 
some of silk, others of dainty petit pointe on linen. 
And shoemen tell me that there never has been such a 
demand for linen, with some activity in gabardine. 

So this is the Summer forecast as indicated by busi- 
ness during February, March and April along Lincoln 
Road: Sandals in every type away ahead of everything 
else; Kid increasing in favor; linen and gabardine 
outstanding; mesh fabrics very active, particularly in 
evening shoes where it is offered in silver and gold; 
black patent leather with matching accessories; match- 
ing bags wherever possible; plenty of novelties such 
as the bootee and Chinese; colored piping on gold and 
silver evening shoes; and a general wearability shown 
in all models. Embroidered linens have been moving 
nicely; appliques particularly attractive in the con- 
trasting note on evening mesh shoes, such as white on 
black, black on white. Color resistance is harder to 
break down than price; a woman wants a certain color, 
regardless of price, and the cheaper shoe will sell if 
it is the right shade. The same applies to the higher 
price, brackets. 


Shoes Wrapped in Cellophane 


Boston, Mass.—More shoes are put in cellophane 
bags by clerks for delivery to customers, and a further 
increase in this practice is expected as Summer shoes 
are sold, for folks packing a bag for a week end trip, 
or a long vacation like to have their shoes in cello- 
phane because of the protection from stain. 
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A Short Cut 
To Safe Selling 


“The beginning of self deception in 
selling is a danger signal of impend- 
ing failure.” 

So says PRINTERS INK. 


IN OTHER WORDS — 
DON’T KID YOURSELF 


THERE IS NO SUCH THING AS AN ALL 
PURPOSE CLEANER 


SELL A SPECIAL PURPOSE CLEANER AND 
BE SURE A GOOD LEATHER AND A BEAU- 
TIFUL NAPPY FINISH IS NOT RUINED BY 
THE USE OF THE WRONG CLEANER. 


FOR BUCK, SUEDE AND FABRIC 
WHITE SHOES—THE CLEANER MADE 
SPECIALLY IS— 


THAT'S WHY LEADING SHOE MANUFAC- 
TURERS HAVE RECOMMENDED THEM FOR 
SIXTEEN YEARS. 


THE SHORT CUT TO SAFE SELLING IS TO 
SELL A BUNNY BAG WITH EVERY NAPPY 
FINISHED WHITE SHOE. 


PLAY SAFE—GET YOUR TRIAL ORDER 
BUNNY PRODUCTS CO., INC. 


PORT HURON, MICHIGAN 


DISTRIBUTORS 


Mid-West 
HARRAR & THOMPSON-EHLERS CO., 
LAING, HARE Inc., Chicago, Ill. 
Phila., Pa. 
Western Sales Agency—Ross E. Wright, Los Angeles 
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T. W. GARDINER COMPANY :- 


GARDINER LASTS 


For two generations New England Shoe Manufac- 


LYNN, 






turers have proved to their own satisfaction that 






Gardiner Lasts reflect Smart Fashions and Depend- 
able Styles. 







Because of its constant affiliation with New York and 
Chicago style centers, T. W. Gardiner Company is 
able to give the Shoe Trade of New England au- 







thentic service at all times. 





THE LAST WORD 


UNITED 


UNITED LAST COMPANY 


140. FEDERAL STREET, BOSTON, MASS. 
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REGIONAL S SERVICE 
IN 


The individual and collective experience ana 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


*1TZ BROS. CO. Pips EMPIRE LAST WORKS 
AUBURN, MAINE the ROCHESTER, N.Y 

T. W. GARDINER CO. fy KRENTLER BROS. CO. 
LYNN, MASS. Wie ST. LOUIS, MO. 

UNITED LAST CO. KRENTLER BROS CO. 
BROCKTON, MASS. MILWAUKEE, WIS. 

stewart & potrenco, THE LAST WORD ywniteo Last co., tro. 


SROOKLYN, N.Y U N | T E D MONTREAL, P @ 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 











Your customer 
has just worn out 


a pair ot shoes 


p's “WEN MINDED 


That’s why he’ll be interested 
in shoes bottomed with long 
wearing close-fibred Rock Oak 


soles. 


Retailers have found that 
Rock Oak soles help move 
merchandise faster. 


In your next order ask your 
manufacturer to use Rock 
Oak. 


The American Oak Leather Company 


Chicago 
Boston St. ‘Louis 
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Philadelphia Starts 
Something 


PuiLapeLpHia, Pa.—As of Tuesday, April 13, the 
Philadelphia Shoe Merchants’ Guild is an established 
fact. At a luncheon meeting at the Hotel Adelphia 
embracing representation from a dozen of Philadel- 
phia’s best stores, application for a charter for this 
organization was authorized. . 

Objectives of the Guild can best be explained by 
quoting from Article I of the Constitution and By- 
Laws: “The purposes for which the corporation is 
formed are to develop and promote fair dealing and 
lofty business ethics among those engaged in the retail 
shoe business; to foster, promote and develop, through 
instruction and education of its members, a greater 
consciousness and keener appreciation on the part of 
the retail shoe dealers and salesmen of the importance 
of well-fitting and properly designed footwear as a 
safeguard to human health and well being; to pub- 
lish and disseminate among the shoe buying public 
pamphlets, literature and information which will tend 
to augment the sale of proper footwear, and thus ad- 
vance the good-will and trade of the retail shoe dealers.” 

A more or less loosely held association of this char- 
acter has been in existence among these leading stores, 
including such houses as Steigerwalt’s, Claflin’s, Mil- 
ler’s, Geuting’s, Dalsimer’s, Bonwit Teller’s, Blum’s, 
Gimbel’s and others for a year or more. An insignia 
will be adopted, which may be displayed by Guild 
members and will be backed by public promotion de- 
signed to make its display of considerable value. One 
of the most important of the Guild’s activities will be 
a general agreement to place clearance sales and clear- 
ance sales publicity at fixed dates, more in keeping 
with sound merchandising. For example, so far as 
the stores thus associated are concerned, there will be 
no advertised announcements of Summer clearance sales 
until July 6. There is no restriction to prevent any 
store from handling any of its own goods that it de- 
sires cleared, regardless of date, by advices mailed 
directly to the established customers of the store or on 
its mailing list. No general announcement of such 
clearance will be made in public advertising, however, 
nor will such reduced price shoes be displayed in 
store windows. The organization meeting at which 
T. Dun Belfield of Steigerwalt’s presided, was highly 
enthusiastic and disclosed substantial agreement among 
leading representatives of retail business. A committee 
composed of A. H. Geuting, Milton G. Harper and 
Leander Claflin presented a report formulating the 
Constitution and By-Laws, which was considered in 
part. Further action will be taken at an early date. 

The officers, pending the first annual meeting, are 
T. Dun Belfield, president; A. H. Geuting, vice-presi- 


dent, and Cal J. Mensch, secretary and treasurer. 
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THIS WEEK IN THE SHOE TRADE 


SATURDAY, APRIL 17, 1937 


NATIONAL NEWS 











Chain Leader Raises Prices 10 Per Cent 





Public Responds Favorably to Advance Announcement and 
Continues to Buy Strongly After Raise 


New YorK—The action of the Mel- 
ville Shoe Corporation in raising the 
price of Thom McAn shoes from $3.15 
to $3.45 and the John Ward shoes from 
$6.00 to $6.50 on April 12, indicates a 
major movement on the part of the 
chains towards higher prices. The 
action has been awaited by leather and 
supply organizations who have been in 


cent but inasmuch as this company is 
not a fixed-price chain, the rearrange- 
ment of the price levels has played no 
major part in the consideration of the 
trade. 

Edison Brothers Stores, Inc., in a 
prospectus of their new stock issue, 
gives a picture of retail price levels in 
women’s footwear as follows: 





A MEASURING STICK OF CHAIN PRICES 


Prices in Effect at Close of Year 
1931 1932 1933 1934 1935 1936 1937 


Chain 


Spring 


Chandler’s Boot Shops.... $5.00 $3.95 $3.95 $3.95 $3.95 $3.95 $3.98 





3.95 2.85 3.45 3.50 3.50 3.60 3.75 (A) 
3.95 3.00 3.45 3.60 3.50 3.65 3.85 (A) 
2.88 1.95 2.60 2.65 2.65 2.75 2.95 (A) 


(A) Effective March 18, 1937, with the exception of some stores, prices were increased 
10 cents in Baker’s and Leed's Stores, and 3 cents in Burt’s Stores. 





a pressure position from other chains, 
awaiting this Melville price decision. 
The Melville Shoe Corporation enjoys 
a leading position in the retailing of 
men’s shoes in the lower price brackets 
and they anticipate the sale of approxi- 
mately 11,000,000 pairs of shoes this 
year. 

A general response was felt in the 
several stores of this chain in and about 
this city, to the price advance announce- 
ment carried in the windows of these 
stores a week prior to the date set for 
the price rise. Coming at the time of a 
good buying season, the price advance 
has had no appreciable effect on sales 
which ran about as usual with the pub- 
lic seemingly taking the price rise as 
a matter of course. 

It has been reported that the G. R. 
Kinney Shoe Company has increased 
the level of its prices from 10 to 12 per 


“During 1934 a second price line was 
established in certain Baker’s and 
Leed’s stores, consisting of the same 
class of merchandise purchased for and 
sold in Burt’s stores. During the same 
year a new line of merchandise to retail 
at $1.95 was added to the regular Burt’s 
line. This policy has remained in effect 
except that the retail price has been 
slightly increased. During 1936 a line 
of shoes retailing at $4.95 was placed 
in all Chandler Boot Shops, which price 
has been increased to $4.98 for the 
Spring season of 1937.” 

The trade as a whole anticipates 
other changes in price levels of the fixed 
price chains within a month. 

“The tabulation below shows the re- 
tail prices for each group of stores since 
the close of the year 1931 up to and 
including the prices established for the 
Spring season of 1937.” 





Searl Heads Vulcan Corp. 


PoRTSMOUTH, OHIO—At a meeting of 
the directors of the Vulcan Corpora- 
tion, designers and manufacturers of 


shoe lasts and wood heels, in Ports- 
mouth, Ohio, on April 8, C. M. Searl, 
one of the founders of the original com- 
pany, was elected president and chair- 
man of the board. 






Harry S. VanCamp was re-elected 
treasurer and named general manager. 
John W. Snyder, cashier of the Ports- 
mouth Banking Company was named 
vice-president and C. E. Dowling, who 
has been secretary for a number of 
years, continues im that position. The 
balance of the personnel remains the 
same. 

Col. A. L. Mercer, who has been presi- 
dent of the concern since 1929 an- 
nounced his resignation. His services 
will remain available to the corporation 
until June 6. 

The following directors were re-elect- 
ed: Colonel Mercer, Mr. Searl, Mr. 
Van Camp, Mr. Snyder, Mr. Dowling 
and J. M. Hutton and Edgar Fried- 
lander of Cincinnati. 

The new president and chairman be- 
came associated with the late William 
J. Burke in founding the Vulcan Last 
Co. in 1913. Mr. Burke, an inventor 
who gained a wide reputation as a me- 
chanical genius, began his shoe last 
developments in 1909 through the re- 
modeling of lasts. 

Later the manufacture of lasts and 
still. later wood heels was developed 
and at present the corporation has 
plants in Effingham, IIl.; Johnson City, 
N. Y.; Brockton, Mass., and St. Louis 
in addition to its headquarters plant in 
Portsmouth normally employing about 
300 men and women. The corporation 
also has lumber mills at Antigo, Wis. 

Following the death of Mr. Burke in 
1928, Mr. Searl was elected president, 
but resigned shortly afterward and 
Colonel Mercer was elected to the posi- 
tion. Mr. Searl had been named execu- 
tor of the Burke estate. 

The board says, “Vulcan Corporation 
will continue its progressive policies 
and will endeavor, by very careful at- 
tention to detail, in points of style, ser- 
vice, and quality, to maintain its lead- 
ership in the industry, and shall at all 
times be prepared to assist its many 
clients in working out their problems. 

Vulcan feels qualified to render un- 
excelled service to the shoe industry for 


‘it has a corps of outstanding artisans, 


who stand ready at a moment’s notice 
to cooperate with its long list of highly 
valued clients.” 











Shoe Man Circles Globe by Air ) 





























Jan Bata, head of the Czechoslovakia shoe firm bearing his name, inspecting the prod- 
ucts of a Japanese shoe factory in Tokyo, following his arrival in the Japanese capitol 
on his globe-encircling trip by air. 


Jan Bata, head of the Bata Shoe Com- 
pany in Czechoslovakia, bought a Lock- 
heed Electra airplane early this year 
and about a month ago he started on 
a good-will tour around the world. He 
flew towards the east covering Europe 
and Asia on the way and landed in 
Japan where he boarded a ship for the 
United States. He will cross the con- 
tinent by air and from New York he 
will sail for Europe, completing his 
giobe-encircling tour over that continent. 
He is accompanied by his personal phy- 
sician, Dr. Walter Recht; A. Pokorny, 
his secretary; J. Serhant, chief pilot; O. 
Brtinik, assistant pilot; A. Bacovsky, 
radioman; Alex Hackenshmied, camera- 
man, and R. English, mechanic. 

Mr. Bata’s tour of this country will 
include visits to the nation’s largest 


industrial plants and he has already re- 
ceived invitations from Henry Ford and 
Walter P. Chrysler to visit their plants 
when he reaches Detroit. Upon his ar- 
rival in Los Angeles, Mr. Bata was 
feted at the M-G-M studios and lunched 
with Louis B. Mayer following which he 
inspected the studios. The following 
day he visited the Lockheed and Douglas 
aircraft plants in Burbank, being in- 
tensely interested in aviation. 

Speaking at the Ambassador hotel in 
Los Angeles, Mr. Bata talked on feet 
and the many graduations of size in the 
various countries of the world which 
he has visited. 

“American feet are the most narrow,” 
he said, “and growing smaller for two 
reasons; partly on account of vanity, 
people wear uncommonly tight shoes 








BOOT AND SHOE RECORDER, April 


| NEES RENE GE Je SECON, SOCIClary and treasurer. 








17, 1937 


and partly because in this country peo- 
ple are not walking much. Here they 
travel on a rotary foot system—the 
automobile. 

“We ship most of our larger size shoes 
to Holland,” he went on, “where I 
lieve, you will find the largest feet in 
the world but in good proportion to 
physique. The next largest are found 
in Russia, but there sizes vary, for it 
takes the right sort of Russian to have 
big feet. Japanese and Chinese feet are 
marked by a very high instep. 

“The narrow American foot is by no 
means a national marking, for in this 
country there are many different nation- 
alities and the ‘melting’ is not yet com- 


plete.” 
Mr. Bata’s huge factory at Zlin, 
Czechoslovakia, was founded by his 


brother, Thomas, but since the latter 
lost his life in an airplane crash two 
years ago, the active management of 
the enterprise has fallen on the shoul- 
ders of Jan. 






Elam Workers Join CIO 


Rocuester, N. Y.—The F. S. Elam 
Company, of Rochester, well known 
makers of children’s shoes, has an- 
nounced an agreement with the Com- 
mittee for Industrial Organization. 
The firm has instituted new working 
hour schedules and wage increases for 
its employees. 

This move, as‘in other industries 
where hours have become shorter and 
wages higher, will probably call for a 
slightly higher selling cost of the Elam 
products. However, no definite word 
has been heard on this particular score. 





C. W. Snow Takes Curtis Line 


JACKSON, MicH.—Charles W. Snow, 
of this city, a veteran shoe man, has 
taken over the line of the Curtis Shoe 
Company of Marlboro, Mass. 








“Sorted by Fibre” 
LEATHER 
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Reflects Influence of 


World’s Finest Stores 
[CONTINUED FROM PAGE 36] 
women clientele. These are done up in 
colors to blend or harmonize with the 
color scheme of the shop. Niche and 
wall displays of footwear lend much 
to the appointments. Likewise scat- 
tered about the floor are floor display 
stands for footwear of a harmonizing 
color. These stands are removable type 
which can be removed to make room 
for additional customers’ chairs if 

desired. 

The customers footrests are also in 
colors that match the customers’ chairs. 
Full length mirrors are found designed 
to enable customers see how their new 
footwear matches or blends in with 
their costumes, ete. This is in the name 
of service. 

Elevator service is provided to all 
floors with a courteous operator 
attendance. 

On the second floor is located the so- 
called Coquette Cotner and a brother 
and sister toggery shop. In _ the 
Coquette Corner are to be found the 
Hess Budget shop in which are fea- 
tured coquette shoes for misses and 
women. Also on this floor are featured 
babies’ shoes, shoes for older children, 
girls’ shoes and “Teen age” shoes. The 
brother and sister toggery shop occu- 
pies a front section of this floor. This 
shop is similar to its shop dedicated to 
children operated on Charles at 

‘Twenty-First Street. 

In the downstairs store is located the 
young men’s shop, featuring shoes for 
boys of all ages, and also a complete 
selection of Hess shoes for men. 

The lighting system in this new shop 
is of the indirect ceiling or flush type, 
all lights being installed in the ceil- 
ing, thus providing that soft lighting 
effect that lends distinction, atmosphere 
and a soothing effect so much desired 
in the store as well as the home. 

A unique shoe shining parlor has 
been installed in a mezzanine or balcony 
section. 

Present occupied quarters make it 
possible to serve a total of 175 cus- 
tomers, but with the expansion possi- 
bilities of the store, many more can 
be served if and when needed. 

Robert Mather, well-known shoe man 
of Pittsburgh, Pa., has been appointed 
manager of the new Howard Street 
Hess Shoe Shop. He brings with him 
a wealth of experience gleaned in serv- 
ing the foot wear needs of discrimi- 
nating customers in the Pittsburgh 
sector. 





H. D. Conley Returns 


After Illness 


Detroit, Micu.—H. D. Conley, asso- 
ciate in Grieshammer’s Fashioned Foot- 
wear, exclusive downtown men’s store, 
has returned to the city after several 
months’ absence. He suffered from a 
severe attack of sinus, and spent the 
time in northern Wisconsin recuperat- 
ing and is now fully recovered. 


in | 
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The Pig that actually GOES to Market 
NEWFLEX 


PIGSKIN 


INNERSOLES - COUNTERS - WELTING 





YOU contact your Customer—but 
the Innersole contacts your Customer's FEET 


and what a job Newllex Pigskin Inner- 
soles do for you. The natural characteristics 
of pigskin display themselves in talking Com- 
fort and Foot Health. This porous and pliable 
surface adapts itself to the feet. It absorbs 
perspiration and holds its shape. YET, it is 
odorless. It does not curl up 
or harden. Newflex Pigskin 
Innersoles, through months of close association 
with the feet, pave the way for repeat shoe 
sales. And they pave the shoe with a most 
comfortable and satisfactory inner walking sur- 
face. We will be pleased to send you samples. 








EDGAR S. KIEFER TANNING COMPANY 


We babat-Sot-t- Mt a @ba-baloWe 5¢-h ob tol- Ms \JOlod able fobal 


Sales Dept.—223 W. Lake St., Chicago. Boston—Lyman P. Gutterson, 42 Lincoln St. 








Phone, Liberty 1206 
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Holds Style Show 


CENTRALIA, WASH. — The Bigelow 
Shoe Store of this city staged a big 
style show, with pretty mannekins 
vying with feature films at the Fox 
Theatre of this city. The stage show- 
ing was declared to be one of the best 
style presentations ever arranged in 
Centralia. 


A “Returned Goods” Court 
[CONTINUED FROM PAGE 28] 


delivery subject to change due to laws tax- 
ing raw, processed or finished materials, or 
the sale thereof, or laws or official rulings 
affecting the present maximum working 
hours, or the compensation of labor or the 
cost of raw materials. 

5—CAUSES BEYOND SELLER’S CON- 
TROL: The seller shall not be held re- 
sponsible for delays or failure of delivery 
or completion of the contract in whole or 
in part due to: fires, strikes, epidemics, em- 
bargoes, floods, Acts of God or other con- 
ditions beyond the seller’s control. 

6—CANCELLATIONS: In cases of can- 
cellation due to late delivery, the seller shall 
have seven days grace in which to ship the 
merchandise after written notice of cancel- 
lation has been received from the buyer. 

7—ARBITRATION: All disputes between 
buyer and seller originating under these 
terms of sale shall be referred to arbitra- 
tion, which shall be subject to the rules of 
the American Arbitration Society. 


The adoption and observance of these 
terms will, it is believed, prove mutual- 
ly advantageous to the manufacturer 
and the ethical buyer. At the same 


time they provide means for the fair 
adjustment of disputes by arbitration. 


May 9 Is Mother’s Day 
[CONTINUED FROM PAGE 20] 


the message in small type below— 
“Most babies are sending their dads 
to (store name) for gifts.” Mail this 
card to married men on your mailing 
list. If you wish to add to this series 
you can use a sketch or photo of Dad, 
Brother and Sister discussing the mat- 
ter very secretly, keeping an eye out 
for Mother as they do so. 

The other setting sketched effectively 
combines a large gift package with two 
side panels in carnation design and 
colors on darker green. A posed pic- 
ture of a smiling man and woman 
handing packages to Mother can be 
used on the center panel. 

It is best to have the picture taken 
by a photographer using professional 
models. If a snapshot is used, be very 
sure to have publication rights in writ- 
ing before using the picture in the 
paper or for display. 

In the store every available case and 
table should be given over to Mother’s 
Day gift displays. There should even 
be tables or cases of gift suggestions 
in the men’s section. In fact, a gift 
display, under the caption “Whose 
Birthday in May” (or the current 
month) can be effectively used all year 
’round. Another simple but practical 
idea is to get a well merchandised 
Mother‘s Day ad set up in advance, 
and use advance reprints for package 
enclosures and with your May 1 bills. 


















SCHWARTZ & HERDER, INC., M 
70-72 N. 4th St. Philadelphia 


ll li i dined 


7 Dancing Shoes and Taps 


— 


Pat. Tap Slippers 


PRS. 
. Pa. 








also, white kid {0c ill extra 
BLOG SHOE COMPANY 


147 Duane St. 


TAP DANCING SHOES 


1.20 


New York, N. Y. 








TAP 
DANCE 
SHOES 


In 
Stock 


Patent Leather 
Women's $1.75 
Misses’ $1.65 


White Kid 
Women’s $1.80 
Mileses’ $1.70 


Women's 
Sizes 
A-B-C 212-8 


Owens SHOE Co. 
28 Goodhue St., Salem, Mass. 


s 
Misses’ Sizes 
A-B-C 
11%-2 
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Milius Heads St. Louis 
Shoe Mfrs. Association 


St. Louis, Mo.—At a recent meeting 
of the St. Louis Shoe Manufacturers’ 
Association, the following officers for 
the ensuing year were elected: presi- 
dent, William S. Milius, Milius Shoe 
Company; first vice-president, A. E. 
Farrar, Friedman - Shelby Shoe Com- 
pany; second vice-president, J. W. 


Howe, Johnson-Stephens-Shinkle Shoe. 


W. S. Milius 


President-Elect of the St. Louis Shoe 
Manufacturers Association 


Company; treasurer, A. G. White, 
Brown Shoe Company; secretary, A. M. 
Burton. The only change taking place 
in the above is that of J. W. Howe, 
who replaces G. A. Berglund of United 
Shoe Manufacturing Company. Mr. 
Berglund recently moved to the West 
Coast. The membership in the asso- 
ciation expressed its appreciation of 
the splendid service on the part of the 
officers during the past twelve months 
and therefore felt that it was wise to 
press them into service for another 
term. 

The following board of directors was 
re-elected: E. J. Hopkins, Peters Shoe 
Company, W. E. Tarlton, Brown Shoe 
Company, Frank S. Rice, Rice-O’Neill 
Shoe Company, Theo. Samuels, Samuels 
Shoe Company, and W. W. Moulton, 
Moulton-Bartley, Inc. 


Philadelphia Shoe Travelers 
Hold Meeting 


PHILADELPHIA, Pa. — “Just among 
ourselves,” might have been the theme 
for a meeting of the Philadelphia Shoe 
Travelers Association, held on Satur- 
day of last week at the Adelphia Hotel 
in this city. At the regular annual 
meeting of the association held some 
months ago, sentiment made itself evi- 
dent that two meetings a year, which 
has been the procedure for some time 
past, did not afford sufficient oppor- 
tunity for a real development of that 
fellowship among members that is one 
of the objects of the organization. At 
that time it was decided that an ex- 
perimental “in-between” meeting be 
held, one with no formal program of 
entertainment or the employment of 
professional entertainers, and the affair 
of last Saturday was the result. 

Fully 25 per cent of the membership 


Every possible step has been 
taken to make these Ideal 
Flexible Hard Soles (2 to 8 sizes) 
the finest children's shoes possible 
to produce. They represent the 
progressive development of 25 
years of experience, plus the as- 
sistance of many foot specialists 
through our Department of Med- 
ical Cooperation. 
These little shoes will add to the 
volume and reputation of your 
Juvenile Department. 


MRS. DAY'S 
IDEAL BABY SHOE CO. 


DANVERS, MASS. 


Manufacturers of Fabric—Cushion—Soft Sole— 
Intermediate and 


FLEXIBLE HARD SOLES 
| 








were present, and a very good luncheon 
was served. An informal program of 
song and story, accompanied it under 
the leadership of Frank Fitzpatrick, 
chairman of entertainment. Leader- 
ship is a better word to use than direc- 
tion, because there was no feature that 
was pre-arranged. Frank himself 
told some amusing Irish stories, there 
was general singing by the members, 
and what promises to be a real quar- 
tette, composed of A. C. Wood, Bill 
Miller, Jack Cohen and Frank Fitz- 
patrick, give a few selections that in- 
dicated there is real talent to be found 
in the membership. After the lunch- 
eon a short business session was held 
with President Zuroff in the chair, at 
which reports were made by the secre- 
tary-treasurer, Paul Lippincott, the 
minutes read and routine matters taken 


up. 

The bulk of the time however in the 
business meeting was taken up with a 
discussion as to making permanent a 
policy of more frequent meetings than 
the two formal ones annually. The 
experience of the luncheon just con- 
cluded had proven so pleasant that it 
was agreed to set aside as a meeting 
date the first Saturday of each month, 
these meetings to be informal and not 
costly, “Dutch Treat” luncheons, with 
no specific program or order of busi- 
ness but always with some subject of 
interest to traveling shoe salesmen to 
form the basis of discussion. It was 
felt that this type of meeting would 
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Mantield 


THESE WORLD FAMOUS 


ENGLISH 
RIDING 
BOOTS 


ARE MADE IN ENGLAND | 
ONLY 
BY MASTER CRAFTSMEN 


IN STOCK 


ALL WIDTHS 


ALSO FIELD, AVIATOR & 
JODHPUR BOOTS 


MANFIELD & SONS 


1636 RANSTEAD ST. 
PHILADELPHIA, PA. 


Write for 
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A Book Every Shoe Dealer 
and Salesperson 4 
Should Have! @& 


THE 
HUMAN 
FOOT 


ANATOMY, DEFORMITIES 
AND TREATMENT 


By DR. WM. M. SCHOLL 


This is one of the most complete books ever written on the 
subject of Anatomy, Deformities and Treatment of the Foot. 
Although it is scientific to the highest degree, it is so written 
and illustrated that any layman can readily digest it and put 
its teachings into daily practice. 


Partial List of Contents eee een ot em 


Muscles and Tendons of the Foot, Arteries of the Leg and Foot, Veins of the 
Leg and Foot, Skin and Nails, Comparative Anatomy, Deformities of the 
Toes, Physiology, Metatarsalgia and Morton’s Toe, Hallux Valgus and 
Bunion, Rheumatism, Gout and Other Joint Affections. 





Nearly 700 pages. Over : 

400 illustrations. Many | THE SCHOLL MFG. CO., INC. 
anatomical illustra- ‘: 213 W. Schiller St., Chicago 
tions in color. : 62 W. 14th St., New York 


Know More About 
The Feet 


: Send _me. ____copies of “THE 
' | HUMAN FOOT” at $3.50 each. 


Catalogue 





Name 





Mail Coupon Now! City State. 











prove of sufficient interest to bring out 
a good attendance always, but even if 
other matters should happen to: keep 
individual members away so that actual 
attendance might not at times be over 
a dozen or more, there would be no 
speaker to be embarrassed by a small 
audience or any elaborate program to 
take up too much time. 

The date of the first of these “get 
togethers,” a more fitting title than 
meetings, was set for Saturday, May 1, 
and notices will be sent to members 
accordingly. 


Novel Celebration of 
80th Anniversary 


PORTLAND, ORE.—Store-wide is the 
80th birthday anniversary being cele- 
brated by Meier & Frank, large retail 
shoe outlet and department store of 
this city. Display windows have been 
emptied of all merchandise, so that the 
large show cases on either side form 
an historical pageant. The store has 
achieved what is believed to be the 
largest historical exhibition in the city’s 
history. On the ground floor there is 
a birthday cake 15 ft. in height, with 
80 electric candles, and all manner of 
the history concomitant with crossing 
the plains in a covered wagon train is 
interwoven throughout displays for 
shoes and other merchandise within. 
Girls are dressed in costumes of yore, 


the bulging, billowy skirts, voluminous 
petticoats and ancient footwear to 
carry out the spirit of the early times, 
especially the year 1857, when Aaron 
Meier founded the store that preceded 
by two years Oregon’s admission as a 
sovereign State into the Union. 





Correction 


Due to a transposition in the captions, 
the names appearing under three of the 
photographs on pages 18 and 19 of the 
April 10th issue of Boot & SHoE ReE- 
CORDER were incorrect. The lower photo- 
graph on page 18 was that of Channing E. 
Sweitzer, managing director of the National 
Retail Dry Goods Association; the photo 
at the left on page 19 was that of Merrill 
A. Watson, executive vice-president, Tan- 
ners Council of America; the one at the 
lower right, page 19, was George H. Meal- 
ley, chairman of the Color Committee of 
the Tanners Council. The Recorder wishes 
to express to these gentlemen and to its 
readers its deep regret that this error 
occurred. 





Champion Shoe 
Basket Ball Teams 


NASHVILLE, TENN.—The J. W. Carter 
Company, manufacturers of men’s 
welt shoes, is the proud sponsor of two 
championship basket ball teams, a girls’ 
team and a men’s team. The two teams 
are made up of employees of the com- 


pany and both have chalked up a record 
of many wins over some well-known 
teams throughout the country. 

The girls’ team was one of three 
Nashville teams to be invited to the 
A.A.U. tournament in Wichita, Kan. 
Although placed in 23rd position and 
not a seeded team, the Carter girls 
made an exceptionally fine showing by 
coming out in sixth place for the tour- 
nament with a record of three games 
won out of five to be justly proud of. 

The men’s team was invited to the 
Mid-South tournament in Atlanta, Ga. 
They won their first game over Atlanta 
but because of their inability to play 
their regular line-up, they lost the sec- 
ond round. * 

However, in the Nashville City 
League the Carter men’s team came out 
first. They played against strong local 
competition, winning four . straight 
games over the Y.M.H.A. Peps and 
the Jarman Shoe Company and three 
straight games over the DuPont team 
which has held the championship of the 
City league for seven years. 


Lyons Adds Slipper Line 


New York—Lyons & Company, well- 
known wholesale shoe store supply 
house of New York City, with head- 
quarters at 122 Duane Street, have re- 
cently entered the house slipper busi- 
ness, catering particularly to high 
grade shoe shops. 








Children's Shoes 
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NAHM-O-PEDIC 
Children’s Welts 
Finest Quality 
Write for Information 
NAHM BROTHERS SHOE 
MFG. CO., 


Swanson & Ritner Sts. 
Philadelphia 
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Soles 
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Women's Shoes 


KUSH-IN-EZE 


HAND TURNED 
FOOTWEAR 


IN 
STOCK 


VAUGHAN TOWLE CO. 


A division of L, B, Evans’ Son Co. 
AKEFIELD MASS. 





Plans Perfected for 
California Convention 


San FRANcIscO, CALIF. — Definite 
plans for the coming convention of the 
California Shoe Retailers Association, 
which will be held here on June 14, 15 
and 16 at the Hotel St. Francis, are 
rapidly being perfected. It has been 
decided to hold a convention session 
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Foot Health Store Modernized 


Ft. Worth, Tex.—Dr. F. A. McKee, for seventeen years the acknowledged leader of 
chiropody in the Southwest, has recently modernized his store in this city. The pic- 
ture shows merely the interior, which is finished in bone-white and black trim. The 
chairs, of chrome-steel construction, are covered in red and white leather. As can be 
seen at the left, the merchandise is arranged in recesses. This allows the stock to be 
readily accessible, yet removes it from the actual selling floor. The two steps at the 


rear lead to Dr. McKee’s chiropody offices 


The exterior of the store has also undergone considerable revision, so that the entire 


establishment is now completely modern. 





similar to the one held last year, with 
two speakers at the luncheon meet- 
ings on Monday and Tuesday. 

President Charles Kushins will give 
his annual address on Monday, to be 
followed by one who is well versed on 
the Robinson-Patman Bill, the Wagner 
Labor act and similar national legisla- 
tive manners which are of vital in- 
terest to all retail shoe men. 

An invitation has been extended to 
Miss Helen Cornelius, director of fash- 
ions of Harper’s Bazaar, to speak on 
Tuesday. L. E. Langston, executive 
vice-president of the National Shoe Re- 
tailers Association, is also scheduled to 
give his address that day. Local buy- 
ers who attend the May Shoe Guild 
Showing in New York will give their 
impressions of the newest fashion 
trends for Fall. 

Convention Manager William J. 
Ahern reports over 70 room reserva- 
tions. “From the enthusiasm shown by 
both the retailers and travelers, we 
anticipate having a very inspiring con- 
vention for the retailers and a profit- 
able one for the travelers,” he stated. 


First Exclusive Safety 
Shoe Store Opened 


Los ANGELES, CALIF.—The B. F. Mc- 
Donald Company of this city, have re- 
cently opened a new shoe store at 1248 
South Hope Street in which they carry 
a complete line of safety shoes, com- 
prising 22 styles and varieties. This 
store carries the Brown Shoe Com- 


pany’s line of safety shoes and is the 
first store of its type in the country. 
Facilities have been provided to handle 
the purchase of these shoes either by 
company purchase order, cash, payroll 
deduction slips or by any method satis- 
factory to the customer. A man ex- 
perienced in safety shoe problems and 
fitting is in charge at all times. 


Mulvey Injured in 
Auto Crash 


SPRINGFIELD, Mass. — Thomas E. 
Mulvey, shoe buyer for Week’s Leather 
Store, this city, his wife and daughter, 
Helen, a student at Colby Junior Col- 
lege, New London, N. H., were severely 
injured when their auto was in collision 
with another car in Windsor, Conn. 
Mr. Mulvey is suffering from injuries 
to his chest and Mrs. Mulvey from a 
fractured arm. Miss Helen sustained 
a slight concussion. 


Newcomer Joins 
Connolly Shoe Co. 


K. B. Newcomer is now representing 
the Connolly Shoe Co. of Stillwater, 
Minn., and his territory is to be Ohio 
and Michigan. 

After April 1 his headquarters will 
be at Columbus, from which city he 
will cover his trade. 

He is well known in this particular 
territory and has a host of friends who 
will welcome him and boost his line 
for him. 
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Snap Up Your Fashion Features With 
SPRING-TO-FIT 


The new high vamps, the latest fashion high- 
lights—they'll all look twice as good, twice 
as sellable with the Spring-to-Fit shoe form 
inside your shoes. 


Dress up your displays! Snap up the line you 
Spring-to-Fit will completely 


are showing! 


satisfy your shoe form needs. 
weight and simple to use. It's ideal for the 
salesman carrying a line. Be certain to write 
us for prices today. 


SHOE FORM CO., INC. 
AUBURN, N. Y. 


For full information telephone the nearest 


branch office of United Shoe Machinery Corp. 
Licensed Manufacturing Branches 
United Last Co., Ltd., Montreal, Canada 


Northampton 


England 


Melbourne, Australia 


It's light in 


Frankfort 
Germany 
Paris 


Themen Mexico City, Mexico 











Adds Modern Touch 
to Show Windows 


SEATTLE, WasSH.—Frederick & Nel- 


son, the Seattle unit of the Marshall 
Field organization, and one of the 
leading shoe outlets of the city, with 
numerous shoe departments, has added 
a most modern touch to its show win- 
dows on Pine Street. A whole series of 
them are touched off with the Teletouch 
Ray from 5 o’clock to midnight, the 
illumination being turned on by per- 
sons passing the windows. Strollers 
were taking delight in crossing the 
powerful beam invented by Leon 
Theremin, to throw on and off the 
switch that controls the illumination 
simply by passing in front. This ray 
installation, intriguing evening crowds, 
is the first one in the West. 


Shoes to Be Shown at 


Merchants’ Exposition 


MANCHESTER, N. H.—The local shoe 
dealers will display their latest lines 
at the Manchester Merchants’ Exposi- 
tion to be held in the State Armory on 
Pleasant street, April 19, 20 and 21. 

There will be scores of attractively 
decorated booths, a number of prizes 
will be awarded, and an elaborate pro- 
gram of entertainment has been ar- 


ranged. 


The list of shoe merchants who will 


show their merchandise is being com- 
pleted. 

Other business men to have booths 
include automobile dealers, electrical 
appliance dealers, florists, grocers, 
clothiers, hardware dealers and furni- 
ture concerns. 





Where to Buy in New York 


Boor ANp SHOE REcorpER frequently has 
inquiries from hotels, shopping bureaus 
and from individuals who wish to know 
where various brands of shoes can be 
bought at retail in New York City. The 
Recorper endeavors to supply such in- 
formation whenever it is able to do so. 
To facilitate this service, information from 
manufacturers as to their outlets in the 
five boroughs of the Greater City, men- 
tioning names of brands, retail dealers 
and street addresses, will be greatly appre- 
ciated. 

Please address — Boot ANvd SHOE RE- 
corDER, Inquiry Department, 239 W. 39th 
Street, New York City. 





Employment Rise Boosts Sales 


SoutH BEND, IND.—A gradual climb 
in industrial employment, with more 
people going back to work has increased 
business 25 per cent over this same 
period for last year, reports Paul O. 
Kuehn, one of the leading shoe mer- 
chants of this city. As one of the lead- 
ing industrial centers in northern In- 
diana, although there have been no 


marked wage increases, the total in- 
dustrial payroll has been stepped up 
and more people are spending money 
for quality merchandise, he finds. The 
best improvement has been shown in 
the women’s shoes, although men’s and 
children’s line are also much better. 

To prove that women of smaller cities 
are definitely style conscious and do set 
their own fashion to a certain extent, 
is noted the fact that blue gabardine 
is the leading seller now. This re- 
mains true, despite the fact that Chi- 
cago, less than 100 miles away, and 
surrounding towns, favor black. The 
latter, however, is a close second, and 
gray is also very good. High heels, 
pumps, and the highly-styled sandals 
are the leading styles. 


Canadian Production Declines 


MONTREAL, CANADA.—Production of 
leather footwear in Canada during 
January amounted to 1,482,017 pairs, 
a decrease of two per cent or 31,942 
pairs as compared with January, 1936, 
the Dominion Bureau of Statistics 
reports. 

Exports of Canadian made leather 
footwear in January totaled 15,854 
pairs worth $47,298 against 8,363 at 
$18,769 in January of last year, and 
imports amounted to 10,939 pairs at 
$32,013, against 10,255 pairs at $33,947. 
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Carton Labels 


LABELS 


“Che Label makes the Package”, 


TOLMAN 


Mass 








Men's Shoes 
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“HIGHEST GRA 
EAST WEYMOUTH, MASS.. 
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Soles 


L+ 


Test LEATHERPLUS 
waterproof soles 
on your own shoes 


. . « For details write 


VAN TASSEL LEATHER CO. 
NORWICH, CONN. 


makers of the famous 
VAN TAN innersole 




















Obituaries 
Floyd Brown 


WATKINS GLEN, N. Y.—Floyd Brown, 
a partner in the Mott B. Hughey re- 
tail shoe firm, died Friday, April 9, at 
his home in this village. Mr. Brown 
had been in ill health for some time, 
but his condition had not been regarded 
as serious. The funeral was held Mon- 
day of this week. Mr. Brown began 
working for Mr. Hughey, a former 
president pf the New York State Shoe 
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Production Continues Climb 
PRODUCTION OF BOOTS, SHOES, AND 
SUPPERS, OTHER THAN RUBBER 
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Washington, D. C—The latest figures on 
the production of boots, shoes and slip- 
pers, other than rubber, in the United 
States during the month of February, 1937, 
released recently by the Bureau of the Cen- 
sus, Department of Commerce, an 
increase of 5.5 per cent over January, 1937, 
and of 17.6 per cent over February, 1936. 

In February of this year, a total of 
38,879,136 pairs were produced. This figure 
represents an increase of 2,011,978 pairs 
over the preceding month, January, and 
of 5,831,781 pairs over the corresponding 
month in 1936. 

Total production for January and Feb- 
ruary inclusive, this year, was 75,746,294 
pairs, which figure represents an increase 
of 9,343,935 pairs or 14.1 per cent over 
the 66,402,359 pairs produced in the cor- 
responding period of 1936. 





Retailers Association, about 25 years 
ago. When the .business was incor- 
porated he was taken into the firm. 
He is survived by his wife and daugh- 
ter. 





Ernest E. Gillette 


MANCHESTER, N. H.—Ernest E. Gil- 
lette, for 30 years superintendent of 
the chemical factory of the Interna- 
tional Shoe Company here, died recent- 
ly at a local hospital following a brief 
illness. 

Mr. Gillette was born in Ontario 
County, New York, Sept. 14, 1881. He 
was graduated from the Lawrence 
Scientific School of Harvard College in 
1905 and came to this city shortly after. 

Survivors include his widow, Mrs. 
Minnie Stewart Gillette, one daughter, 
Gertrude Gillette, and his father, A. P. 
Gillette of Melrose Highlands, Mass. 





John F. Flint 


RocHeEstTer, N. Y. — John F. Flint 
died at his home here, April 7, at the 
age of 85. For nearly fifty years he 
was one of the best known and most 
liked shoe salesmen traveling in the 
East. Serving one concern most of his 
life he was popularly known as “Winch 
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Bros. Hired Man.” He retired from 
the road when that house discontinued 
business. He is survived by his wife 
and two daughters. 


Douglas A. Marsh 


SPOKANE, WaSH.— Douglas Albert 
Marsh, until recently with a shoe store 
at Los Angeles, died in Spokane this 
week after a brief illness. Mr. Marsh 
was also formerly in the shoe business 
in Spokane and was associated with 
Jake Hill, in the old Hill’s Shoe store 
here. He was in Spokane on a visit. 





Frederick Struck 


RocHeEstTEr, N. Y.—F rederick Struck, 
89, for thirty years and until his re- 
tirement two years ago, superintendent 
of the Sherwood Shoe Co., Inc., Roch- 
ester, N. Y., died April 4, after a 
lingering illness. He was well known 
in the leather and shoe supply trade. 





H. L. Tinkham, Jr., Goes 
with Florsheim 


New Beprorp, Mass.—H. Linwood 
Tinkham, Jr., has resigned his posi- 
tion with the Freedman Shoe Co. of 
this city and gone to Chicago, where 
he will have an important post in the 
production department of the Flor- 
sheim Shoe Co. 

Mr. Tinkham was formerly asso- 
ciated with the W. L. Douglas Shoe 
Co., Brockton, and about a year ago 
joined the Freedman company. He is 
the son of Herbert L. Tinkham, who 
is well known throughout the East 
in the shoe industry. 





Heise Joins Harold Staff 


Los ANGELES, CALIF.—A. G. Heise is 
now assisting George Schwab in the 
management of Harold’s Shoe Store in 
the Westwood Village district. Mr. 
Heise has been selling high-grade shoes 
for many years, the last ten being in 
the Shoe Salon of the J. W. Robinson 
Co., this city. Studio business will be 
developed by Mr. Heise under Mr. 
Schwab’s general direction. 





Novel Display Draws Attention 


DETROIT, MicH. — Grieshammer’s 
Fashioned Footwear is using a unique 
display in two illuminated display cases 
at the rear of the store. Each has three 
shelves with three pairs of shoes on it. 
On the wall over each shelf are two 
pieces of leather, cut to resemble smal] 
animal skins, and demanding attention 
from everyone who enters the store. 
There are thus twelve of these, each 
representing a different color or finish 
of quality leather. Skins were all fur- 
nished by the N. J. Schorn Company. 
The cutting to the shape of a small 
natural skin is the eye-arresting fea- 
ture of the display. 
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Convenience is one of the foremost fea- 
tures of Hotel Imperial — plus the utmost 
in comfort and economy... Dining Room 
prices are low... Lunch 50° Dinner 70¢ 








Veteran Shoe Buyer Resigns 


JOHNSTOWN, Pa.—Harry Domesek, 
who came to Glosser Bros. department 
store 14 years ago as its first buyer of 
shoe lines, has resigned. Mr. Domesek’s 
duties were taken over April 5 by L. 


A. Johnson, who was buyer and 
manager of shoes for Lit Bros., Phila- 
delphia, and prior to that shoe mer- 
chandiser for the Affiliated Department 
Stores, New York City. 

When Mr. Domesek came to Glosser 
Bros. from his native New England, 
members of the Glosser family, who 
head the firm, were handling the buy- 
ing of shoes. At first occupying little 
more room than is taken up by a soda 
fountain, the shoe department expanded 
steadily, and today is a major unit of 
the big department store. In size, per- 
sonnel and volume of business the 
department increased manifold under 
Mr. Domesek’s managership. He was 
the oldest of the store’s buyers, in 
point of service. 

Mr. and Mrs. Domesek, whose son 
Robert is an attorney connected with 
a Pittsburgh law office, planned to 
leave here the middle of April by 
motor for Boston. Mr. Domesek is a 
native of Lowell, Mass., and his wife 
is a native of Boston. They will sail 
May 1 from New York for Los Angeles, 
Cal., to spend several months on the 
coast. They expect to return to Boston 
in August or September. 





DATES TO REMEMBER 


Monthly Shoe Buyers’ Days Conducted 

by Chicago Shoe Travelers Associa- 

tion, Hotel Morrison, Chicago, III. 
April 26, 27, 1937 


Fall Showing Shoe Fashion Guild of 
America, Inc., Hotel Biltmore, New 
k May 3, 4, 5, 1937 


Boston Shoe Fair, New England Shoe 
and Leather Association, Hotel Stat- 
ler, Boston, Mass June 1, 2, 3, 1937 


Pacific Northwest Shoe Retailers, An- 
nual Convention, Hotel Davenport, 
Spokane, Wash. 

May 30, 31, June 1, 2, 1937 


Ohio Shoe Retailers’ Association An- 
nual Midwest Shoe Fair, Hotel 
Netherland Plaza, Cincinnati, Ohio 

June 6, 7, 8, 1937 


California Shoe Retailers Annual Con- 
vention, Hotel St. Francis, San Fran- 
cisco, Calif......... June 14, 15, 16, 1937 


Illinois Shoe Retailers and Travelers 
Annual Convention, Pere Marquette 
Hotel, Peoria, Ill...June 20, 21, 22, 1937 


Pennsylvania Shoe Travelers Associa- 
tion Annual Tri-State Shoe Mart, 
William Penn Hotel, Pittsburgh, 
| Ra ARES SE July 18, 19, 20, 1937 





Fashion Show at Fyfe’s 


Detroit—A shoe fashion show that 
has become a regular quarterly event 
was held recently for the entire staff 


of R. H. Fyfe and Company. The 


elaborate women’s shoe floor, with a 
very effective balcony for the models, 
with staircase leading down, was used 
for the show. Both men’s and wo- 
men’s shoes were modeled by some 
twelve models, all employees of the 
store. Music was furnished by the 
staff of the Fyfe store as well. F. E. 
Whitelam, display manager, was in 
charge. 

Short notes on shoe styles, colors, 
hosiery, and ensemble were given in 
connection with each shoe displayed. 
A major purpose of the show was to 
acquaint the staff in each department 
with the work being done by other 
departments of the store with which 
they are not in daily contact, so that 
they will be familiar with all fash- 
ion trends. 


Tannery Adds to Plant 


MILWAUKEE, WIs.—A two-story addi- 
tion to its plant at 4273 N. 32nd Street, 
here, has been announced by the J. 
Greenebaum Tanning Co. The addi- 
tion will measure 111 by 118 feet and 
will be erected at a cost of $35,000. 
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Carry through the new color 
note for Spring—Beige back- 
ground with an gs riate 
bird design in shades of 
orange and green. 








G 
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CARD HOLDERS 


Two styles available: Natural 
wood finish as illustrated above; 
or oval base-burnished gold— 
three color trim. These modern- 
istic holders take any size card, 
and harmonize with the fines? 
window display fixtures. 


Supplied with annual services. 
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Everyone Passing 
is a Possible Prospect 


SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 
women's hosiery. store service, fitting, quality, styles. 


Single cards, 60c each—without text, 35¢ each 
(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 
tickets available. 
WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 


WITH STORE NAME: 100 tickets, $3.00—200, $5.00 
CHECK WITH ORDER, PLEASE, UNLESS C.0.D. PREFERRED 


MERCHANDISING AIDS 





Polly Clips 
Pouy Cure a are 
for Price Tickets, ‘Pie Thy Adiwtabie— 





Recorder Stock Record . 
Tickets 
for shoe cartons. Cyclone clips 
included 








Natural View 


SHOE HOLDER 1000 
a... —. 


Natural View Shoe Holder 
To display shoes as the wearer 
will actually see them on his 


Ses... 
f 
eet: 
va —— iucbuteens $3.50 ee 


oececccccce $6.00 sesceese 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina: 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 
or blanks. é 


12 dozen (printed or blank) 
& Ld o 
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SERVICE 


We sell Men's, Women’s, Children’s Shoes and Women’s Hosiery. (Cross out 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each m 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 
their merchandising program. 





CARD 


We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


Quantities and denominations: 


SHOW 


PRICE TICKETS: Blenk tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, ere 35¢ per fifty, additional. 





STORE NAME —SSSSSSSSaasaa—————— 
OWNER ——~"=|||aaaaa—_ 


STREET ———|"“EFL [| SS————e 


LN SSS ot aa e SS 


lines not carried.) 


For 
for 





. 
. 
’ 
‘ 
. 
. 

a 
. 
‘ 
‘ 
‘ 
‘ 
. 
. 
‘ 
‘ 
‘ 
. 


SERVICE | MONTHLY TICKETS 


Ne. | $6.00 100 





ANNUAL 
subscribers 
additional 


each month’s service deliv- 





per month. 


Ne. 2 4.00 100 
Ne, 3 50 


- per year, payable 





card holders. 


foreign 
month 








Ne. 4 


banks, or include exchange. 
If for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 
der, we agree to Pay $1.00 
ered, and agree to return the 


service, 5% discount. Checks 
must be drawn on U. S. 


For this service we will pay 
from 


cash in advance, full year’s 

















per 





FOR 








Ge a OVA Ge SD a 


JT POR ITSELF + IN 
“A> y! 
| oy > 
INCREASED BUSINESS een 


/Mitl (01forr Now 209 S:STATE ST: CHICAGO-ILL 


— 
4s 


“HH”: White “R”: Pale yel- 
board. Design low board. De- 
im light blue sign in me- 
and gold. dium blue. 




















service), 


each month, 
. IMPRINTED 


--» consisting of 
TICKETS, at 35¢ per fifty. 


- card holders (with 


the first month's 








additionai 








“U": White board. 
Design in sea green 


and burnt orange. 


Please enter our order for the 
Recorder “Selling Messages,” 
beginning with APRIL, 
continuing monthly for one 
year, for Card Service 


blank tickets 


Size: 12” x 2¥4”—Prices on opposite page. 
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| lssifedl and Newt Ad 





SALESMAN WANTED 


LINE WANTED 


MERCHANTS’ NEEDS 





SALESMAN wanted for East and Central 

Texas. Complete stitchdown line. Infants’ 
to men’s, may be carried as side line. Address 
F-308, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





WELL established slipper manufacturer has 
an opening, Greater New York, New Jersey, 

, Connecticut, New York State, for 
live wire salesman with a following for retail 
and department stores as a side line. Stock 
proposition. Strictly commission basis. Ad- 
dress F-317, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





WELL known children’s line with fol- 

lowing has opening in Southern Illinois, In- 
diana and Kentucky either oe none oan op or as 
side line. Stocked in Chicago. Address F-318, 
care Boot & Shoe Reccrder, 209 South State 


St., Chicago, Ill. 


ae for prewelts, stitchdowns, Misses’ 
omar. welts stouts, work shoes. Folower 
West Broadway, New York, 








'RAVELING og ay Line Onl 

Established F, Line, High Grade Chil. 
dren’s Shoes. No. So. Car., Tenn. Lib- 
eral Commission. Monthly Settlements. Ad- 
dress F-320, care Boot & Shoe mgeorder, 239 
West 39th Street, New York, N. 





REPRESENTATIVES WANTED — Estab- 

shed spat manufacturer has good territories 
open. Complete line, easily and quickly pre- 
sented. Liberal commission—retail, department 
store and wholesale price range. Reference. 
Address F-321, care Shoe Recorder, 
239 West 39th Street, New York, N. Y. 


WHITE shoe cleaner as side line; direct to 
shoe retailers. Superior product endorsed 
by leading shoe manufacturers; unique packag- 
ing. Produced by leather chemists; most terri- 
tory open; liberal commission. Shu-Sno Prod- 
ucts Company, 20 Vesey Street, New York. 








Women’s better grade sandals and 
slippers, Complete national distribu- 


tion on a percentage basis by an ex- 
perienced sales organization who will 


finance all selling costs. 
Address F-324, Care 
BOOT & SHOE RECORDER 
239 West 39th St., New York, N. Y. 














HELP WANTED 


M ANAGER-SALESMAN— Opportunity open 
for experienced Shoe Man in progressive 
department store in Northern New York. Must 
have full knowledge Buying—Selling—Merchan- 
dising, Ladies’, Men’s, Children’s Footwear. 
State full qualifications, age, past connections, 
salary expected. Strict confidence observed. 
Address F-322, care Boot & Shoe Recorder, 
239 West 39th Street. New York, N. Y. 








MAE help wanted. Foreman with thorough 
knowledge of manufacturing riding boots 
and taking measurements for custom made boots. 
Address F-325, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





POSITION WANTED 


SHOE traveling salesman, age 30, 12 years 

shoe line, 9 years successfully traveling, 
wants to start in N. Y. territory for reliable 
firm. Appointment Saturdays. Address F-323, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








WANTED TO PURCHASE 





GOOD & BAD 
Used Upholstered 
THEATRE CHAIRS 
While They Last 


JOE CIFRE, INC. 
44 WINCHESTER ST., BOSTON 








SUMMER WINDOW 
DISPLAY 
ACCESSORIES 

GRASS MATS 
GRAVEL CLOTH 
STRAW FLOORING 


AND A HOST OF 
OTHER ITEMS. 


WRITE FOR CATALOG 
NOW 


Arrow Decorating & Fixture Co. 
19 South Fourth St., Philadelphia, Pa. 














WANTED TO PURCHASE 








FOR SALE 


R=IAIL shoe store on busy thoroughfare in 
New York City. Between 5000 and 6000 
cash needed. Address F-316, care Boot & Shoe 
aaeeeet 239 West 39th Street, New York, 
py S 











Pe SALE: Shoe store in Wisconsin’s Rich- 
est dairying section. Established location, 

of 2000 pop. we Y “neg for cash. 
q dress F-319, care Boot Recorder, 
239 West 39th Street, New Fork noe a ai 





BUSINESS OPPORTUNITY 


6 x 9 circulars—5 Thousand, $4.25; . Thou- 
sand 3 x 8 circulars, $3.00. F 0. B ie 8 
Deposit. Quaker, 643 Washington Street, At- 
lanta, Ga. Samples on request. 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 5181 


Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 




















mative or, Gergen’ Wamente ant Somil 
Stocks. oo _ i AR 
I arch teva oeen Quay by ~s 
jians, Stetson, Red’ Cross, Nunn Bush, Etec. 
IRVIN RUBIN 
“The House of Jobs’’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 











Leases New Store 

SPRINGFIELD, Mass. — Morton Shoe 
Store, Inc., has taken a five year lease 
on the store at 1346 Main Street. Ex- 
tensive alterations and a new front are 
under way. 





address should be 
Classified 





CLASSIFIED ADVERTISING RATES 


The rate for Fence and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 

mum charge, 75 cents. For all other classified advertisement word. 

When a box number is desired twelve words should be added for the address. 

The rate for all fovey classified advertisements is $5.00 an inch with a maximum of 45 words. 
advertising is payable in advance. 


S Advertisements for this page must be in our New York office on Friday of the week preceding publication. “G9 


s the rate is 7 cents per 


Minimum charge, $1.25. 
In all other cases each word of the 








a ah @e- 4 wie ad oh Oe 
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Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either im cards or book form) 


Samples on Request 
MERCHANT’S SERVICE DEPT. 


209 So. State St., Chicago, Ill. 


| ear | 
L PIGGADILLY 


Enjoy delicious cock- 
tails in the popular 
PICCADILLY CIR- 
CUS BARI! Blase 
critics say It’s one of 
New York’s smartest 
places... 


Dine and dance in the 
beautiful GEORGIAN 
ROOM. Musie by Jene 
Bartal and his or- 
chestra, Ne cover or 
minimum charge... 


T. J. Mathieu, Mgr. 





MERCHANTS’ NEEDS 





LUTIDOW NEWS 

YS. ZZ, ' 

gS oF conHADS af fashion! 
158 


Composition life size hands, ten 
inches high, porcelain white fin- 
ish—Display hosiery on the 
hand, place shoe over it—Truly 
a unique and timely item—Guar- 
anteed to please. 


ORDER NOW 
SEGALL & SONS 


923 ARCH ST. 
PHILADELPHIA, PA. 

















Remodels Show Windows 


OungEy, Inut.—The Miller-Jones re- 
tail shoe store here, has remodeled its 
show windows, enlarging the space in 
each window in order to show a greater 
number of shoes. 

The windows were beautifully decor- 
ated in yellow, blue and green and a 
large display of late Spring and Sum- 
mer shoes was installed for the re- 
modeling sale. 


New Men’s Shoe Department 


BuFFALO, N. Y.—Winthrop Kent, 
president of Flint & Kent, announces 
the opening of a new department for 
the sale of men’s shoes under the buy- 
ing supervision of John Kornprobst, 
who will handle this department in 
addition to his other duties as buyer 
of men’s clothing. The department 
occupies space on the street floor of 


MERCHANTS’ NEEDS 








SHOE STORES 
CANNOT AFFORD TO BE WITHOUT 
ONE OR THE OTHER OF THESE 


SHOE STRETCHERS 


THEY STRETCH— 
THEY LENGTHEN— 
THEY EASE VAMPS— 
THEY LAST A LIFETIME 








Made tev. 8. A. 
MAJESTIC TWIN STRETCHER 


working two shees at a time—even if t are of 
different size and kind—it renders double duty. 
rice complete including three pairs of Right 
and Teft Lasts, Vamp Easers and Bunion Irons is 
$30.00 F.0.B. Philadelphia. Weighs 60 lbs. 


Made in U. 8. A. 


PARAGON STRETCHER 
COMPLETE WITH 3 LASTS 
VAMP EASER AND BUNION IRONS 
$15.00 F.0.B, PHILADELPHIA 


Order through your Findings Dealer or write to us 


Laing, Harrar and Chamberlin 
43 N. 3rd St. Philadelphia 

















the Main Street department store ad- 
joining the men’s clothing and fur- 
nishings sections. Arnold Authentics 
priced at $8.50 and $10.50 are being 
stocked exclusively in the new depart- 
ment, Mr. Kent reports. 


THE ORIGINAL 


Shoe Shrinking Devices. 
DO NOT BE MISLED 
by patent warning notices. 
We own Patent No. 1990142 


— 


These shrinking devices enable you 
make all your customers not only satisfied 
but permanent by giving 
them added servic 
eliminating gaping and 
fullness from around the 
top of shoes, preventing 
slipping at the heel or 
gaping at the sides, and 
by removing wrinkles 
from quarters, vamps, 
and linings. ese de- 
vices bates pay with 
our specially prepared 
fluids, which are scien- 
tifically necessary 
shrink fullness from all 
leathers or fabrics with- 
out harm to either. 
Send your order or write for detail in- 
formation. 
Special combination offer $25.00 (fluids in- 
~—_ in above prices) f.o.b. Indianapolis, 
ndiana. 


E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, Ind. 








New Women’s Shoe Center 


MILWAUKEE, Wi1s.—Included in The 
Boston Store’s new Fashion Colony, 
located on the second floor, is its new 
shoe center for women. The Colony is 
air-conditioned and contains more than 
10,000 square feet with sixteen depart- 
ments. The store’s shoe department 
is so located that women can now select 
their entire wardrobe on the one floor. 


New Head for Shoe 
Department 


MALVERN, ARK.—The Branch Dry 
Goods store here has employed Ernest 
Sanders, of Hot Springs, as head of 
the firm’s shoe department. Mr. San- 
ders was for a number of years em- 
ployed by Woodcock and Lawson, of 
Hot Springs. 
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Saving Time by Spending It 
[CONTINUED FROM PAGE 40] 


must be forced down below its aver- 
age size in order to make room for the 
new season’s shoes. Therefore I plan 
to receive fewer than I sell then. 

“I find that, in a general way, I 
can allow the season-beginning stock 
to run up 20 per cent over the average, 
while the season-ending stock must be 
something like 20 per cent below the 
average. 

“IT have tried to illustrate this in 
the figure at the upper left-hand cor- 
ner. Remember, I don’t claim that I 
always succeed in managing my stock 
just like this graph. But I do say I 
have a fairly definite plan always be- 
fore me acting as a guide to prevent 
me from having too much stock, too 
little stock or ill-timed stock. 

“All this takes possibly twelve to 
fifteen hours a month, which means 
half an hour a day. But I don’t know 
of any other half hour I spend so 
profitably.” 





Clerks Organize Union 


in Portland 


PoRTLAND, ORE.—A contract has been 
signed by nine shoe stores here, with the 
Retail Shoe Salesman’s Union No. 1266. 
Six of the stores specialize in women’s 
footwear. : 

The agreement provides for a maxl- 
mum 7%-hour day, in a six-day work 
week. A span of 8% hours, with an 
hour off for lunch, is allowed from the 
time the employee reports for work 
until he finishes for the day. 

A minimum wage of $27.50 weekly is 
provided for male employees. Extra 
male help—at a minimum of $5.00 a 
day. A minimum wage of $22.50 per 
week for female employees. Part-time 
employees shall receive a minimum 
wage based on the above minimum scale 
in proportion to the number of hours 
employed. Any employee starting or 
working any part of ‘a day shall be 
compensated for a full day’s work. 

The employer reserves the right to 
dismiss at any time for cause. No closed 
shop rule shall be enforced against any 
employer. 


H. Smith Named 
Shoe Manager 


PAWTUCKET, R. I.—H. Smith has 
been made manager of the shoe de- 
partment at Shartenberg’s, large de- 
partment store, here, succeeding I. H. 
Kohen, who had been manager for 
several months, 

Mr. Kohen has been transferred to 
one of the company stores in Sagamore, 
Mich. 

Mr. Smith has been connected with 
the Boston merchandise office of the 
company for several years. Prior to 
taking over the local duties, he took a 
six-weeks’ trip through Ohio, reporting 
good business at the time of his tour. 
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BOOTS AND SHOES 


BLOG SHOE COMPANY, New York City... 000.0... oc cece ccc ccc cece cceceuceeees 54 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass...............0.- 00.0. c cece. 58 
COLT-CROMWELL CO., INC., New York City............. ccc ccc cccuccecceceecee 59 
EASTERN FOOTWEAR CORP., Brooklyn, N.Y... 2.000... . ccc cee ccecccccceucseves 41 
ENDICOTT-JOHNSON CORP., Endicott, N. Yi... . 0. ccc cec ccc cc cece ccucccccceccs 4,5 
FRIEDMAN-SHELBY SHOE CO., St. Louis, Mo....... 0... ccc ccecucecucecccecceee 14 
GREEN SHOE MFG. CO., Boston, Mass...... 2.00... ccc ccc ce ccc ccecccteee. Back Cover 
HOOD RUBBER COMPANY, Watertown, Mass... ........0ccccccecccecccccccuccee 6 
JUSTIN, H. J., & SONS, INC., Fort Worth, Tex... 0.0... ccc c cece cece cc cccccece. 29 
SUVERUILE SHOE GO a Gi Louis, Mo... 56... ces ccs vee vtccccoudcos pecees ving 27 
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Miss Mildred Raper, 
Stewardess, 
United Air Lines 


Ut 


Flying, walking . . every method of getting-about has been mod- 
ernized. And now the Compo Technique brings another stride 
in the progress of shoemaking with the introduction of the 
Single-Sole Arch-Type Shoe. This is the shoe for active, fashion- 
loving women who demand the comfort which comes from flex- 
ibility in the fore-part and at the same time the sturdy support 
which is a feature of every arch-type shoe. This most recent 
Compo achievement brings a new daintiness and charm to arch- 
type footwear, particularly in shoes with medium and higher 
heels. Compo Shoe Machinery Corp., Boston, Massachusetts. 


canal.  ©mP() 
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SINGLE-SOLE ARCH-TYPE SHOES 
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COLONIAL 


inal succeeds like 5 | [ [ tS 5 


180,000 feet in 1935 . . . 1,500,000 feet in 1936. Between 3,000,000 and 4,000,000 
feet in 1937. That.is the three-year record of Colonial Sno-White: the world’s 


largest-selling white patent leather. @ Colonial Sno-White is in a class by 
itself. The fact that practically every shoe manufacturer who used it first in 
1935 is still buying it in 1937 is ample evidence of this. 

The best-known designers and shoe makers in America are specifying 
Colonial Sno-White Patent for its sparkle, rich lustre and incomparable white - 
ness. Their shoes have put Sno-White Patent in the forefront of fashion this 
year, but it is Colonial quality that keeps it there! 


COLONIAL TANNING COMPANY, BOSTON, MASS. 


COLONIAL 


FOR THE. L PATENT LEATHER SHOES 
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What does the Health Spot Shoe 
Franchise mean to you? 


ENGINEERING 
Enters the Shoe Store 
.... asa basis for 
making money thru 


SERVICE 


Seven people out of ten in your 
trading radius suffer with some 
form of foot trouble. They walked 
into it in wrong shoes—they can 
walk out of it in right shoes. 


This is the shoe retailer’s 
GOLDEN OPPORTUNITY! 


HEALTH SPOT SHOES 
have been created after years of 
scientific research to straighten up 
weak feet and to get at the basic 
cause of all foot troubles. 


With the Health Spot Shoe as a 
profitable mark-up unit, plus dealer 
training schools, modernized store 
fronts and interiors, budget control 
and store finance . . . Health Spot 
Dealers enjoy an ever growing cli- 
entele of repeat customers, earned 
through rendering a valuable pub- 
lic service in correcting weak feet. 


A few franchises for exclusive 
Health Spot Shops are available in 
certain cities in the United States 
with a population of 25,000 to 
100,000. 
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HEALTH SPOT 





Supplemented with the 
educational window  dis- 
plays as backgrounds, the 
standard Health Spot window 
is a vital factor in creating a 
professional atmosphere’ which 
saeees bs ae = 
rings window 's into the 
store practically sold. 


MUSEBECK SHOE CO. 


DANVILLE, 


'LLINOI!ES 


SHOES 
































STANDARD HEALTH SPOT SHOP 
WINDOWS AND FRONT 


SUGGESTED FLOOR PLAN FOR 
STANDARD HEALTH SPOT SHOP 
INTERIOR. 
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IT'S OPEN SEASON NOW 


IN STOCK 






6142—Women's White Lace-to-toe hi- 
cut, White uppers, all white trim and 


white soles. Sizes 2!/2/8 ...... .. 66¢ 
6142'4—Same in Misses’ Sizes 12!/2/3. 
60¢ 















6145M—Men's White Canvas Bal Ox- 

ford, Heavy White dual! foxing to edge 

of sole and crepe outsole. Sizes 6!/2/12. 
7 












6146M—Same in blue with White trim 
and crepe sole. 


6141M—White Bal Oxford with leather 
insole. All white trimmed with white 
soles. Sizes 6'/p/12 ............. 65¢ 
6141—Same in Boys' Sizes 12!/2/6. .59¢ 
6141'1/>—Same in Youths’ Sizes 11/2 .53¢ 


6140—Same in Women's Sizes 2!/2/8. 
59¢ 


6140!/2—Same in Misses’ Sizes 12!/2/3. 
53¢ 











61401/4,—Same in Child's Sizes 8/12 .47¢ 


<> 












. 
a 






6112M—"'Hi-Kix" made with 


real leather insole. Canvas up- 
pers drill lined with bound 






counters and reinforced seams. 
Heavy bumper and foxing with 
toe guard to match. In black 
with white foxing and white 











sole. 

Men's Sizes 6!/2/12..... O4!/r¢ 
Boys' Sizes 2!/o/6......... bi¢ 
Youths’ Sizes 11/2........ 58¢ 





Gents’ Sizes 6/10'/2....... 







~ 6113—Same in Brown with 
white foxing and sole. 
6110 — Same in White with 

white foxing and sole. 
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FOR “HI-KIX” TENNIS SHOES. 


Here's the line of Tennis Shoes that will put plenty of 
“pep’ into your Spring and Summer sales! "Hi-Kix" are the 
Tennis Shoes your customers will need for active wear—Tennis 
Shoes which will give complete satisfaction to wearer and 


merchant alike. 


Display "Hi-Kix" at once! Explain their extra features— 
Genuine leather insoles, thoroughly flexible and vulcanized into 
the shoe—uppers lockstitched to the insoles, double protec- 
tion against seam splitting—and well made, good fitting and 
comfortable styles which will make every member of the family 
want a pair NOW. 


Mail us your order today! Your needs will be met at once— 
and, "“Hi-Kix" will bring you immediate extra profits. 


6120M—Genera! Utility Shoe, Duck 
uppers, double arch stays, back stay, 
pull proof eyelets, heavy diamond 
outer foxing to edgeof sole. Made 
in all white with black inner foxina 
and crepe sole, leather insole. 

Men's Sizes 6/2/12 ......... .80¢ 


- Boys’ Sizes 2'/2/6 


Vente Sie 09/26 oc cs ne 


6121—Same in neutral with brown 
trim and sand inner foxing, crepe 


sole. 


6124—Same in blue with grey trim 
and red inner foxing, crepe sole. 


6122—Same in black with white in- 
ner foxing and white sole. 


Men's Sizes 6!/2/12............78¢ 
Boys’ Sizes 2!//6..............71¢ 
Youths’ Sizes 13/2 


6123—Same in brown with white in- 


ner foxing and white sole. 


ENDICOT I 
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T’S GOOD BUSINESS TO SELL PLUS VALUES 


ae 


Rakesh uewy 


AND BUILD GOOD WILL 


Boys like Ball-Band Sport Shoes because they are faster — more 
comfortable — longer wearing. Parents prefer them because they 
know Ball-Band builds only the best. Dealers like to handle them 
because plus values mean easier sales — quick turnover — and cus- 
tomer goodwill. Get your share of this highly desirable business. 
Send today for special booklet just off the press. 
MISHAWAKA RUBBER & WOOLEN MFG. CO. 
280 Water St., Mishawaka, Indiana 





